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The Iowa Compulsory Deposit Law 


REQUIRES Iowa Life Insurance Companies to 
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POLICY CONTRACTS 


Policyholders of the Merchants Life have the advantage of the protec 
Compulsory Deposit Law of Iowa affords 





MERCHANTS LIFE 


INSURANCE COMPANY 


illiam A. Watts, President 
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CENTRAL STATES LIFE 


INSURANCE COMPANY | 
SAINT LOUIS. 




















"TE life insurance agent who wishes All Ages up to 65 

reli able po gece es oso a Participating and Non-Participating Policies | 
pany will find The Gem City Life | Standard and Sub-Standard Risks | 
admirably suited to his needs. The Gem Prompt Service | 


City will equip its agents to write all 
forms of personal protection and in one 
good strong company. | 
There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


| Gem CITY Lire INSURANCE COMPANY | 





Excellent territory for General Agencies 
open n Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
California 32 3 3 st 











lL. A. Meanuseerr, Vice-Pase. 
DaYTox, Onio 
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LOS ANGELES} Commercial Life Insurance Co. 


‘“‘The City of Opportunities a IN THE HEART OF AMERICA 


Kansas City, Missouri 


Home of a million people. Each year brings over 100,000 more. Richest people 
in the world—per capita wealth $2,974; they invest their money as many broken 
sales records show. 

1918 1922 


BANK CLEARINGS $1,547,065,051  $5,152,311,839 The Commercial Life Insurance Com- 
BUILDING PERMITS 8,678,862 121,206,787 P pany, of Kansas City, Missouri, the 


POPULATION 400,000 . 1,000,000 . 4 
The first city in population on the Pacific Coast. Heart of America, has good territory 


Th inth ci in ind in the United S$ . . . e 
Saath dhe adi te cunien of Geen Gur engi. | open in Missouri, and will offer you 


The rich i al f f in A i ° > 
ia ieieiie tiie Recetas eels Manne ait emcee ease tes tho Catend Denia a contract with Bank co-operation and 


Sic geeees tee ee > tat adh en Trade. a Field Superintendent to assist you 


An ideal climate—both Summer and Winter. ° i . 
using the gust guar 8.000400 geagie bave vhined Les Angst. in writing business. 


Come to Los Angeles to Live! 


Live h d enjoy the bountiful riches of N d k i 1 1 : 
Sue conse GAs ails ectitoramen “igs om taney” ea Attractive policy contracts. Our 
progress made before your eyes. Child’s Endowment Bond, and our 


Join the Home Office Agency of the oldest and largest life insurance company on 3 ° l li ° ° 
the Pacific Coast. The new Multiple Protection Policy that “pays S-ways” is an In po icies are winners. 
“easy seller.” During October this agency wrote in eight counties over $7,000,000 

of new insurance. 








Write 


Pacific Mutual Life F. H. UEHLING ee NOULAND 
Pacific Mutual Building 


Los Angeles 305 Reliance Building 


Kansas City, Missouri 


President 


565 Years Old Assets $73,356,818.48 
JOHN NEWTON RUSSELL, Manager 
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GROUP RISKS IN HUGE 
VOLUME NOW IN FORCE 


William J. Graham of the Equit- 
able Life Reviews Growth 
of Plan 


DEMANDED BY WORKMEN 


Great Lack of Protection to Dependants 
of Wage Earners Still Exists, 
However 


Chat 


insurance 


NEW YORK, Jan. 9.— 
life 
substitute in part to the needy 
death of 


40 out o! 


100 workers have no to 
benefi- 
the 
envelope is part of the story of group 


insurance as told by William J. 


ciaries for the loss by pay 
Graham 
in his paper on the subject before the 
American Society for the Advancement 
Mr. 


Graham, who is second vice-president ot 


of Science, in Cincinnati, Dec. 31 
the Equitable Life, showed how group 
life insurance was helping to remedy this 
situation while also helping to better in- 
dustrial relationships. 

He said 800,000 workers who hereto- 
fore have not carried life insurance now 
have their pay envelopes insured under 
the group plan for an average of $1200 
each. Another group of 1,200,000 who 
carry some life insurance but in rela- 
tively small amounts, are also benefited 


by a like amount of group insurance 
Mr. Graham estimated the number of 
salary and wage workers now covered 


by the plan to be 2,000,000 in number 
Over 10,000 group contracts are in force 
with various employers whose employes 
range in number from 50, which is the 
legal minimum for group insurance, to 
50,000 or more lives. 

The growth of the plan since its intro 
duction by the Equitable Life, in 1912 
was shown in a table giving the follow 
ing figures as the amount of insuranc 


in force for the various years: 1912 
$13,172,000: 1913, $31,200,000; 1914, $64,- 
467.000: 1915, $99,049,000; 1916, $152,- 
859,000: 1917, $346,525,000; 1918, $627,- 
008.000: 1919, $1,145,000,000; 1920, $1, 
662,000,000; 1921, $1,617,000,000; 1922 
$1,852,000,000, 

It was pointed out that this table 
showed an increase for each vear ex- 


cept 1921, which was a year of deflation, 
unemployment and shrinking payrolls 
[he shrinkage in group insurance 1s 
shown only 3 percent, for the year 
1921, whereas workmen’s compensation 
premiums shrank 20 percent This 
showing combined with the persistency) 
the business in continuing in force 
was pointed out by Mr. Graham as be 
ing the best possible endorsement oi 
the plan from the employers standpoint 


as 


ot 


The cost of this insurance which is 
without medical examination and in 
cludes all in the employ, is estimated 


to average about $9 per $1000 
“The history of group insurance ma 


be divided in three epochs, so tar as 
the employer is concerned,” said Mr 
Graham. “The first epoch was wher 


the plan was new and was being utilized 
by advanced employers who desired to 





BIG GROUP LIFE LOSS 


EXPLOSION HAD HEAVY TOLL 


Catastrophe at Pekin, Ill, Involved 
Probable Loss of Over $100,000 
On Traveler’s Policy 


A big group life insurance loss was 
incurred last week, when the Pekin, IIL, 
plant of the Corn Products Company 
suffered a dust explosion and fire, in 
which about 40 lost their lives and over 
30 were seriously injured. There was 
a $1,000,000 fire loss and a $250,000 com- 
pensation loss incurred, but in addition 
there will be a of probably well 
over $100,000 on the group life insurance 
policy carried on this company by the 
ravelers. The exact loss or | 

lines cannot be 
some time, as 31 
recovered from the 
but the estimates 
conservative 


loss 


lany ot the 

definitely known for 
are vet to 

-bound debris 


belie ved 


bodies 
1c 


given are 


Heavy Loss Incurred 
The Travelers’ loss on this catastro 
phe will be especially severe, as it is 
understood accident and sickness bene- 


fits are included, as well as death bene 
fits. It will not be as heavy as 
workmen’s compensation policy, as the 
policy is for smaller limits. The small 
est benefit, however, was $1,000, addi 
tional being carried where desired by the 
employe, that, including disability 
benefits, it will probably be well over a 
$100,000 loss, perhaps reaching $150,000 


or more. The policy was placed through 


on the 


so 


the New York office of Johnson & 
Higgins. 
[his catastrophe brings the subject of 


underwriting group insurance striking] 
to the fore. It again raises the question 


of the advisability of a small company 
entering this class of business. There 
are not many small companies writing 
group insurance, but several are in the 


business and more are now considering 


it. This loss, however, is giving actu 
aries and company officials food for 
thought. Had a small company been 
on this risk, it would be Wwiped out by 


the consequential loss. Such a loss is 
possible of occurrance on any risk where 
a group of emploves is carried. The 
small company that carries a few groups 
faces the danger of a similar catastro 
phe wiping out all profits for a lo 
time, if not breaking the company 

together. 


keep well in front of the profession wit 


reference to making their employ at 
tractive. The volume has now grown t 
a point where employers are utilizing 


the purpose ot 


fellow, thar 


group insurance less for 
keeping ahead of other 
of keeping abreast of him 


the 


“We are well launched in this second 
poch.” said Mr. Graham “With tl 
third epoch in sight where, without 
group insurance. the emplover will b 
at the rear of the industrial procession 
this epoch ahead would appear to be one 
in which the employer without grout 
insurance will be on the defensive t 
an extent that will cause selection t 
be made against him, other things bein: 
equal At this state in the development 
of the business, it is probable that de 
mand will arise on the part of the em 


ployes for such insurance 





HARDIN IS PRESIDENT 


HEADS MUTUAL BENEFIT LIFE 


Prominent Attorney and Director of 


Company Named as Successor to 
Late President Trelingheuysen 


NEW YORK, N. Y., Jan. 9.—Direc 
the Mutual Benefit Life at their 
eting this forenoon elected John R 


Hardin 


Ss ot 





president of the company in 
succession to the late Frederick Fre 
lingheuysen, Mr. Hardin is of the le 


gal firm of Pitney, Hardin & Skinner, 
counsel for the Mutual Benefit 
is been a member of its director 

He ranks high in 


general 
al d h: 
ate tor many years 
is also regarded as 
an. No other 
utive st made 


legal circles and 


an 
business m changes 


exer 


able 


in the aft were 


WOULD TAX INSURANCE TRUST 


Bill Before House Ways and Means 
Committee Attempts to Lev 
on This Income 


WASHINGTON, D. ¢ 
come otf a trust to be used 


ment ot premiums 








subject to ti 
he gross income of the insured, unde: 
tained in t 


as the Mellon pl 


msideration by the 


i rovisio1 col 


1 
Known 


mn 


been informed by 


WavVs and mcans c 


provided one of tl 
which taxpayers have 


' 
rt of the federal 


tore 





his Was a ver common Va\ or 





1oOn Oo1 very large amount 


ol income,’ declared Repr 
Wilhar: R. ¢ 
+} } 


¢ ouse W 


irecn ol lowa chairma 


avs and means committee 
Pian to Tax All 

mM il \ il] t ke out large 
policies of insurance on his Iite | 


tting aside a portior 





ross amour 
and in the cases 
taken « 
of the taxp 


into | . 


s1¢ am th 
iver 1s s« 
, 
ower brackets 
would otherwise be the case. Un 
1 41 } nr 
t proposed provi 


contained in the draft of the revenu 


Cem City Has B. & L. Plan 


Life ot Davtor () 


Thre Ci City 
has entered int 
Iding & 
Columbus bv which it insures dep 

the latter 
savings club plan 


s with the 
Ohio Bui 
cern under i svs 


con 


itors 
tematic 





LIFE COMPANIES ARE 
FILING STATEMENTS 


Excellent Showing Was Made by 
the Various Offices on 
Year’s Work 


EARLY EXHIBITS GIVEN 


Gains Were Made in New Paid-For In- 
surance and Amount of Business 


in Force 


Che annual statements of some of the 
|‘companies as of Dec. 31, are beginning 
to be filed with the insurance depart 
ment The Continental Life of Wil 
mingto Del., ts one of the earliest 
Chis is its 16th annual exhibit. Its as 


| liability 


1 $2.08 


} over 


now $6,191,324; capital $732,580 


This 


of $1,700,690, 


gives it 
a policyholders’ surplus 
strong financial bal 


new msurance was $12,098,371, 


Its insurance in 
mcrease 19 per 
assets percent ot! the 
Che that the 
nental is making excellent progress 
Life 


Columbus Mutual Life 
in its history 
insurance in force was 
Its 
something 
thus be 


gain of 34 percent 
$47,426,811 
are 138 


Statements 


torce 1s now 


cent Che 
show 
Conti 

Columbus Mutual 


made the 
last year 
$56,900,039: 
last 


$18, 


Che 
largest 


Its 


Rains 


business 
like 
that 
of this amount was 
well for the quality 
The assets are $5,231 
740. a 120,000 The net sur 
plus is the canital $500,000 
This makes total policyholders’ surplus 
$880,045 The premium income was 
7,863; increase 32 percent. It paid 
vear $571,835, which is 
6 percent more than the previous 
The mortality ence was 
n usual, approximating 45 percent, 
this did not interfere with the divi 
dend record Dividends paid policyhold 
total $255,519 The company has 
30,000 policyholders 


in $12,703 new 
amoun 
000.000 It over 


gained, 


seen 
»-thirds 
speaks ot 


written 






business 


gain over $1 


$380,045 and 


policyholders last 
year 


experi heavier 


crs 


National Guardian Life 


The National 
Wis 


Guardian Life of Madi 


shows that 1923 surpassed any 


son 


previous vear The assets are $2,403,802; 
capital, $100,000: contingency reserve, 
$119,625: net surplus, 122,000 The 


SH96.074: 
National 


$167,022 


income last year 


eso 


was 
I he 
policyholders 


premium 
total income. $841 


Guardian paid 


Its total disbursements were $429,636 
Its inst ince 1 torce is $23,400,466 
President George A. Boissard says in 
connection with the statement, “We are 
enter ¢ 1924 with the economic condi 
tioT the peopk better than ever be 
fore history. as life insurance cond! 
tions are ever a barometer of the gen 
eral business situation.” 
Pacifie Mutual Life 

D. M. Baker of the Pacific Mutual 

Life says that its forthcoming annual 


statement will show that it has paid for 
$100,000,000 new life business in 











2 


1923 and collected more than $5,000,000 
accident and health premiums. It calls 
attention to the fact that in 1906, the 
“then largest company in the world paid 
for $80,000,000 new life business. The 
home office agency of the Pacific Mutual 
under Manager John Newton Russell of 
Los Angeles paid for more than $25,000,- 
000. The other California life agencies 
paid for $10,000,000. Therefore the total 
paid business in California was $35,- 
000,000. It collected in California $1,300,- 
000 in accident and health premiums in 
the state. The Pacific Mutual has set 
$120,000,000 for new paid for business 
for 1924. 
Outlook for the Business 


Commenting on the business in gen- 
eral Mr. Baker says: 

“Life insurance has come into its own 
in the past few years and is much easier 
to sell than it has ever been. It is only 
a few years ago that the rich did not feel 
it necessary to carry life insurance and 
the laboring classes did not earn money 
enough to be able to buy it. There were 
no inheritance taxes to provide for, 
business insurance was not deemed 
necessary, the employer took no interest 
in providing insurance for his employes, 
and men took comparatively little in- 
terest in the welfare of others. 

“At this time everybody believes in 
life insurance, the rich and the poor 
alike. Every man advises every other 
man to insure his life. More than ever 
before men of all classes are looking 
for the insurance agent rather than look- 
ing out for him. Business men par- 
ticularly are looking for guidance and 
assistance along life insurance lines. 

“The banks, trust companies and all 
large corporations are cooperating with 
and supporting life insurance unstint- 
ingly. The increased popularity of life 
insurance is attracting the attention and 
service of high class men.’ 

Vice-President Baker stated that last 
vear the noncancellable health and acci- 
dent policy premiums amounted to 
$1,835,000. This year he predicts that 
the noncancellable premiums will be 
$2,200,000. 


Detroit Life 


The completed figures of the Detroit 
Life show a total new business written 
in Michigan $19,871,000. This is an in- 
crease of 32 percent over the business 
written in 1922. The record of paid-for 
business during 1923 in Michigan is 
$14,934,000, compared with $11,000,000 
in 1922. The statement also shows a 
net premium income $1,411,000 as com- 
pared with $1,023,000 in 1922. Assets are 
$3,295,000 compared with $2,666,000 on 
Dec. 31, 1922. Another indirect com- 
parison which is most gratifying to 
President O’Brien and the other officers 
is the record of $44,000,000 insurance in 
force compared with $22,000,000 insur- 
ance in force Jan. 1, 1921, doubling the 
insurance in force in three years. 

Business Men's Assurance 


The gross income of the Business 
Men’s Assurance of Kansas City last 
year amounted approximately to $3,250,- 
000. It gained in ledger about 
$400,000. There was also a gain of about 
$100,000 in surplus, bringing the capital 
and surplus combined to about $525,000. 
\ quota of $5,000,000 new life insurance 
was accepted at the beginning of 1923 
and was exceeded by a comfortable mar- 
gin. President W. T. Grant attributes 
this largely to the effect of the salesman 
ship school conducted by the company, 
there being graduated seven classes dur- 
ing the year. 

Substantial 
ments of the oo Line 
are reported by officials of the 


assets 


increases in all depart- 
Life of Milwaukee 


company 


New business received during the year 
amounted to more than $12,000,000, an 
increase of $1,500,000 over 1922. Similar 


shown by the accident 
and health departments. which had a 
most successful year. The company’s 
premium income showed an increase of 
about 40 percent for the year, while all 
indications point to even greater gains 
during the coming twelve months 

The Penn Mutual Life reports an ex 
cellent year for 1923 with greatly in- 


increases were 
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WORK OF THE BUREAU 


MEMBERSHIP IS 


INCREASED 


Sales Research Organization Has Ac- 
complished a Number of Things 
During the Past Year 


NEW YORK, Jan. 9.—The Life In- 
surance Sales Research Bureau com- 
pleted its first year of operation with 
headquarters in this city. The buicau 


on Jan. 1 announced that it had 75 mem- 
ber companies. In recent weeks the new 
members joining are the Bankers Life 
of Iowa, Bankers Life of Nebraska. 
Business Men’s Assurance of Kansas 
City, Connecticut Mutual. Guaranty Life 
of Davenport, John Hancock, Merchants 
Life of lowa and Volunteer State Life. 
During the year the Research Bureau 
published section 1 of the managers’ 
manual. Members of the bureau staft 
were sent into all sections to interview 
general agents and managers, question- 
ing them on the exact ways in which 
they handle their agents. This material 
was assembled and is regarded as very 
valuable. The section : 


y ) next will cover 
financing and training agents. Several 
months’ work has already been put on 


this problem. 
Home Office Clerical Organization 


One of the most interesting problems 
which the Research Bureau studied has 
been that of home office clerical organ- 
ization. Miss M. A. Bills has become 
an expert in this direction and has given 
her services to eight or ten companies 
which have met with great approval. 
She became associated with the bureau 
in the middle of 1923 and at the present 
all her time is contracted for through 


August. An interesting development of 
work has been that several general 
agencies have discussed the matter of 


having their interior organization prob- 
lems analyzed by Miss Mills in a manner 
similar to that which she has been using 
in home offices. 


creased business, reduced mortality and 
a much improved lapse ratio. The paid 
for volume in 1923 was $190,320,592, 
compared with $157,193,448 in 1922, and 
$136,509,538 in 1921, The 1923 figure 
is even well above the banner year of 
1920, when the paid for total was $174,- 
931,411. In 1923, the mortality ratio 
was approximately 60.1, an improve- 
ment from the figure of 60.9 in 1922, 
then considered a most favorable show- 


ing. In 1923, the lapsed policies totaled 
$23,080,135, compared with $26,159,519 
in 1922, 
Northern Life, Seattle 

The Northern Life of Seattle an- 
nounces the most successful year in 
its history. The company has more 
than $36,000,000 in life. and $24,000,000 
in health and accident policies in force. 


President D. B. Morgan declared the 
outstanding feature of the vear was the 
company’s success in California and 
Oregon. New business in the former 
state exceeded $3,600,000 and in the lat- 


ter $1,500,000, 
New insurance applied for in 1923 
amounted to $13,500,000, an increase of 
20 percent over 1922 
Provident Mutual Life 
The Provident Mutual Life has pub 


Jan, 1, 1924, 
and financial 


statement as of 
notable business 


lished its 
showing 


gains in the past vear. Total admitted 
assets are $145,391,251, compared with 
$133,629,940 in 1922. Surplus and re- 
serves total $12,995,341 and policy re 
serves total $129.135,535. Insurance in 
force is now $657,609,790, an increase 
of $47,500,000. New business in 192° 
was $93,095,000, compared with $89,501,- 
000 in 1922, Total income in 1923 was 
$32,460,000 Policvholders and benefi- 
ciaries were paid $15.769,000 in 1923, 


total disbursements being $20,812,000. 





CELEBRATING BIG YEAR 


BOOKSTAVER AGAIN LEADER 


Plans Are Made for the Travelers Con- 
vention and Trip to the 
Pacific Coast 


NEW YORK, Jan. 7.— Having 
achieved the goal of approximately $20,- 
000,000 paid-for life insurance for 1923, 
which makes his agency of the Travel- 
ers lead all offices of the company for 
the fourth consecutive year, Joseph D. 
Bookstaver, general agent here, had a 
jubilee meeting Friday, at which he set 
a goal of $25,000,000 new business for 
1924 

He assured his agents, 125 in number, 
that they could accomplish this easily 
ii they made up their minds to adopt a 
definite plan which should include the 
writing of three-quarters of their yearly 
quota in the first six months of this 
year making it easy for them to com- 
plete their totals in the fall campaign. 

Produced by Few Men 


Mr. 30okstaver announced that 
43 percent of the new business paid for 


in the past year, was produced by 25 
men, nine of whom were graduates of 
the life insurance training course at 
New York University. He read the 
honor roll of the agency, which is 
headed by William S. Kreiner. 

Letters of congratulation were re- 
ceived from President Louis F. Butler, 
of the Travelers, J. W. H. Pye, comp- 


troller, and S. R. McBurney, superin- 
tendent of agencies for the Travelers. 

Mr. Bookstaver remarked on the fact 
that 3 percent of the total paid-for 
business of the Travelers has been pro- 
duced by members of the Bookstaver 


agency, which in December 1923 alone 
paid for approximately $4,000,000 of 
business—$2,000,000 of this amount 


being paid for in the last two working 
days of 1923. 


Convention 


Announcement was also made by Mr. 
Bookstaver of the big Travelers con- 
vention to be held at Quebec, Sept. 15- 
19, for which the qualifications have 
been set at $4,000 in premiums on 40 
risks, He also stated that he was 
anxious to have as many as possible of 
his men go to Los Angeles on the con- 
vention trip of the National Association 


Look Forward to 


of Life Underwriters, which starts July 
15 and ends on August 5. Those of 
his men who produce $8,000 in pre- 
miums on 80 applications will be taken 
free of charge tor this tour, and inci- 
dentally whoever doubles these qualifi- 
cations, or those for the Quebec meet- 
ing, will have the privilege of taking 
his wife on the trip 


Look for Good Year 


In discussing the business trend of 


the year 1924, Mr. Bookstaver showed 
how all the captains of industry pre- 
dict a record-breaking year to come. 


such conditions he reasoned that 
there should be no question about it 
being a wonderful life insurance year, 
It all depends upon whether the agent 
lays out a definite plan and sticks to it. 


Under 


Bought Their Own Goods 


Charles H. Brandt & Co., Pullman, 
Ill., have become general agents of the 
National Life, U. S. A. At a meeting 
of the business getters of this organi- 
zation, Alfred McArthur, manager of 
the home office agency in Chicago, and 
Superintendent of Agents Walter E. 
Webb attended. Mr. Brandt undertook 


to make a start in the life insurance de- 
partment by having each man present, 
as an agent, purchase personal insur- 
ance on his own life The first call 
rounded up $50,000, A second canvass 
brought the total to $60,000, Later 


there were completed applications for a 
total of more than $100,000 in the Na- 
tional on the members of this organiza- 
tion, 





BIG YEAR ‘CELEBRATED 
C. B. KNIGHT’S ACHIEVEMENT 


General Agent of the Union Central Life 
at New York City Is 
Honored 


The home office officials of the Union 
Central Life journeyed to New York to 
attend the celebration of the 10th anni- 
versary of the big Charles B. Knight 
general agent, one of the largest general 
agencies writing life insurance in the 
world. The achievement of Mr. Knight, 
who went to New York from Phila- 
delphia, where he was manager of the 
Prudential, in putting the Union Central 
New York City agency at the head ot 
all general agencies in the country in 
the short space of 10 years is one of the 
remarkable instances of life insurance 
held work. 

Present 


Home Office Men 


Mr. Knight was appointed by the late 
President Jesse R. Clark, who took a 
special pride in the agency. Those at- 
tending from the home office were Presi- 
dent John D. Sage, Vice-President Geo. 
L. Williams, Superintendent of Agencies 


Chas. Hommeyer, Assistant Superin 
tendent of Agencies P. J. Clark and Dr. 
Wm. Muhlberg of the medical depart- 
ment. The agency wrote $31,300,000 ot 


paid for business last year. 
Produces a Big Business 


Mr. Knight’s agency produced almost 
$3,000,000 in December. In 1922 he pro- 
duced $21,000,000 and in 1921 $20,000,000, 
For some time it has been recognized 
that Mr. Knight was destined to head 
one of the largest life insurance agencies 
in the world. While the figures are not 
all in, it is believed that he has achieved 
this goal for the year 1923. His success 
is based on absolute fair dealing with 
his agents and his competitors. Compet- 
ing general agencies have not hesitated 
to place business with Mr. Knight, be- 
cause they have known that he would 
treat them squarely. 

Hard Working in His Business 

He is 
the life 
of wonderful 


one of the hardest workers in 
insurance field, an able general 
organizing ability. It 
would naturally be supposed that so 
large a life insurance general agency 
would be located in New York City, but 
hardly to be expe | that this honor 
would go to one oi the western com 
panies. It has been due entirely to Mr. 
Knight’s generalship that the Union 
Central | has forged to the front in the 
country’s metropolis. 


LINCOLN LIBERTY CONVENTION 


Nebraska Company Holds Annual 
Rally of Its Agency Forces at 
Home Office on Jan. 5 


annual agency convention 
Liberty Life, held at 
drew representatives ol 
from three of the hive 
does business to the 
more The agents 
President Don 1 
appreciation 


htth 
of the Lincoln 
Lincoln Jan. 5, 
the company 
states in which it 
number of 60 or 
were welcomed by 
Love, who expressed the 
of the officers for the work done dur 
ing the year by the agency staff. The 
company now has in excess of $10 
000,000 in force, and of this amount 
$2,800,000 was added during the year 

Most of the program was given over 
to the agents. An address on “Life In 
surance Investments” was given by W 
E. Barkley, treasurer of the company, 
and W. E. Bilheimer of St. Louis gave 
a two hours’ sales talk 

At the banquet in the evening Ira 
Crook, vice-president, officiated = as 
toastmaster Mr Crook announced 
that the prize for writing the most 
business for the vear had been won by 
Ivan Hammer of Kimball, S. D., with 
$500,000 Second prize was won by 
Bert Rodgers, Lincoln, and third by 
Charles Dalling, Lincoln 
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SHOWS POSSIBILITIES 
FOR COLORED BUSINESS 


National Benefit Life of Washing- 
ton, D. C., Has Made Notable 
Progress 


IS OPERATED BY 
Officers and Staff All of Colored Race 
—President Tells of Company’s 
Operations 


NEGROES 





WASHINGTON, D. C., 


terest in 


Jan. 8.—In- 


life insurance is increasing 
rapidly among the colored people of the 


United States, in the opinion of R. H. 


Rutherford, president of the National 
Benefit Life of this city, an institution 
founded, officered and __ staffed by 
Negroes. As proof of this statement, 
he points out that every progressive 
colored company is prospering at this 
time. 

Founded 25 years ago with a cash 


capital of $6, the National Benefit now 
has assets of over $800,000, reserve of 
$465,592, a surplus of $100,000 and has 
on deposit for the protection of policy- 
holders $236,100. At a meeting of the 
stockholders recently, it was voted to 
increase the capital stock to $250,000 
from $100,000 at which it was placed in 
1918. 
Question of Mortality 


Colored people, as a class, President 
Rutherford says, are looked upon as 
poor risks by the white companies 
which, though accepting a tremendous 
number of colored risks on the industrial 
plan, generally refuse to write ordinary 
policies, except for endowment insur- 
ance, 

The white companies claim the mor- 
tality rate among Negroes is higher than 
among whites because of lower average 
sanitary and living conditions. Just 
how far this belief is justified Mr. 
Rutherford can not say, as no complete 
mortality tables for colored people have 
ever been compiled. The only thing oi 
the sort, he says, is that prepared by 
the Metropolitan. This, he contends, 
is not representative as it is based on 
the experience of only one concern. 

Pushing Endowment Idea 


As endowment premiums are neces- 
sarily high, the market for this form ot 
insurance is more or less limited and 
must be developed through extensive 
educational propaganda. However, the 
National Benefit Life is now writing a 
very substantial amount of this form of 
insurance and the company’s efforts to 
promote a better understanding among 
the colored people of the advantages oi 
endowment insurance are showing an 
increasingly satisfactory result. As the 
company is a colored organization, it 
is logically in a position to understand 
and overcome the numerous obstacles 
in the way of more general acceptance 
by colored people of the benefits of en- 
dowment insurance. This is one reason 
colored folks in increasing numbers are 
giving their insurance business to com- 


panies operated by their own race. 
Chere are many of these companies 
Colored “Big Three” 


Mr. Rutherford is of the opinion that, 
of the colored insurance group, the 
North Carolina Mutual of Durham, N. 
C., doing business almost entirely in 

e south; the Standard Life of Atlanta, 
Ga., also operating chiefly in the south 
and his own company might be termed 
the “big three.” 

Policies written by the National Bene- 
fit include ordinary, intermediate and 
industrial plans. Those qualified to take 
out ordinary policies include farmers, 
bankers, business men and others of 
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| FIGURES ON 1923 BUSINESS | 


DDITIONAL figures on 1923 busi 


ness as given in special reports 
to The National Underwriter from 
company home offices are subjoined 


The continue to show remarkable strides 








in the business as compared with 1922 

American Nationa rexas 

Beneficial Lif Utah 

California State Life 

Central Life lowa 

Citizens Life La 

‘olumbus Mutual Life, Ohio 

Columbian National 

Commercial Travelers, Ohi 

Continental Life LD 

Crescent Life Ind 

Dakota Life, 8. D 

Detroit Life, Mic} 

Equitable Life, lowa 

Farmers Union Mutual, lowa 

First National Life, 3 ) 

Great Republic Life, Ca 

Idaho State if 

Inter-Mountain Life Utah 

Jefferson Standard Life 

Kansas City Life 

Liberty Life 

Life Insurance Company of Virginia, O 
Ir 

Lincoln Liberty Life Neb 

Manufacturers Life, Canada 

Michigan Mutual Life 

Midland Life, Mo 

Midland Mutual Life, Ohio 

Minnesota Mutual Life 

Montana Life 

Mountain States Life 

National Guardian Lif 

National Life, Vt 

New World Life, Wash. 

North American Life lil 

Northern Life Wash 

Northwestern Life Neb 

Ohio National Life 

Pacific Mutual Lifs 

Pan American Life 

Penn Mutual Life 

Prairie Life, Neb 

Provident Life & Accident 

Provident Mutual Lif 

Puritan Lif _~ - 

Reinsurance Life lowa 

Scranton Life Pa 

Security Life & Trust, N. Cc 

Southeastern Life, S. C 

Southern States Life, Ga 

Southwestern Life, Texas 

State Mutual Life, Mass 

Travelers Equitable Minn 

Union Life Ark 

United Life & Accident, N. H 

Victory Life Kans 

West Coast Life, Cal 

Western Life lowa 

Western Reserve Life Ind 

Western State Life, Ca 

Wisconsin State Life Fund 

that class. In the intermediate group 

tall skilled laborers. Almost five 

sevenths of the com . ness 

however, is in the indu Che 

annual premium for 


a 1.000 ter Vear 


endownment policy for age 35 is $105.69 
A straight life policy tor the same 
amount and age costs $28 annually 


All 


ordinary life policies are participati 


: ’ Ss 
Che average ordinary policy written by 
the company is $1,000, and the highest 
$5,000. Industrial policies run from $25 
to $500. The average is about $250 and 
the average premium 15 cents a week 

New Disability Policy 
rhe company will offer a new health 


and accident policy early this year \ 
feature of this service will be a 
bonus by which the company will grant, 
without increase of premiums, 
cent increase of the 
benefit if no claim be account 
of sickness or accident beginning within 
five vears from the date of the policy 

For the benefit of individuals of his 
race who are financially ary 
$25,000, $50,000 or even $100,000 policies, 
Mr. Rutherford is attempting to work 
out a treaty arrangement with a nun 
ber of other colored compar ies whereby 
they would unite to accept such business 
and divide the risk 


a 20 per 
weekly disability 


made on 


able to « 


He 1s also seeking an arrangement by 
which all the colored companies would 
submit their mortality data to a reput 
able actuary and pro-rate the cost ot 
compiling a complete colored mortality 
table 

Where Company Operates 

It is Mr. Rutherford’s opinion that 
colored companies are operating im 
every state where there is a sufficient 




















and even the banner year of 1920. It is 
clearly seen that 1923 now stands as the 
greatest life insurance vear in history. 
The company returns showing paid 
I 5S } 
business in 1923 and 1922 and increas¢ 
in force in 1923, are as follows 
New Pd New Pd Inc. of Ins 
Business Business in Force 
19 1923 
$21.986.939 & > $ 9.150.501 
5 7s Mt) ' a 25 roe 
| 5 ra 1¢ o4 4.441.665 
23,827 2 17,7 6 12,872,361 
ft o5 53 504 YRBUD 
18,913.01 13,642.84 12,703,600 
2 To 25,854,234 
8 545.000 845.006 
l 98.371 4 + 7e 7.406.344 
Ox 4 64.691 1.801.045 
4 0 j r 1.200.000 
649.000 2 965.004 
Nr ; 7¢ 44 a 
t7490.000 6X TD 1.700.000 
18 ‘ 6.259.316 
& vey cvane 4.507.811 { oof 
$71 ) 168.9 “ 0,000 
' 144. 80 { 664.70 
8. 408.783 o.4 s 26.968, 165 
81.750 1,656,000 2.644 “ 
7.000 Hoo ] "94.575 1O.000 000 
0.000.00 °4.619.420 12,000,000 
$i if ’ K14 10 soo oe 
{8 507.916 8,916.00 °9. 128.793 
17,272,8 18,744,016 1,471,177 
5,3 61 5.539.684 140.477 
TSO OF +438,.49 6.750.000 
6.8 oo 581.288 10.624.000 
f 4 6,402,610 16,901 
1.6 0 015,44 4.602.198 
$91.99 £362,828 64,78 
60 299.450 2.099.000 O.8T8.874 
5.450.000 6.621.830 1.000.000 
10,800,000 12.83 176 1.000.000 
12.30 oo + 560.000 5 600.000 
a 000 207.000 1.750.000 
11.800.000 + O84.000 554.000 
104,500,000 84,600,000 oe 10.000 
oo RO mn 17.700.000 17.750.000 
190,320,592 157,193,448 100,497,988 
1.243.000 1.120.500 
5.567.732 2 tk. VRO 5,000,000 
% ou “nu ® 7.0000 17,500,000 
1,11 114 1.02 60 711,914 
14,557,160 13,406,894 208,761 
4.066.000 4 2380.000 ~ 020,000 
5.450.000 176,012 4.050.000 
$14,988 $48.96 2 966.019 
j 626 160.649.0689 6.685.134 
19,800 6,614,971 20,654,11 
hut 6.624.512 6.600.000 
1.1 " 162.500 1.340.300 
1.15 rT 824.250 26.250 
140 au 10.145.854 4.200.000 
1h2.5 2 219 000 2 691.000 
19. 300.000 11,200,000 12,000,000 
r ve ! ht teens se ‘ i 
er of Negroes to make such a ven 
ture worth while. His own company is 
active Kentucky, Virginia 2) 
Pennsylvania, Maryland Delaware 
ACW Jersey Rhode Island, North Ca 
lina, Tennessee, West Virg Mic 
ia nd he District of ¢ lumb nad 
s hee sea ft operat < iska, Colo 
acd Kansas, Missou Arkansas, Okla 
homa lexas Lo siana Miss Sst] 
Alabama, Georgia, South Carol ind 
llorida It is his hope t ee work 
in all these tates this veat 
Practically all policies are sold by 
ig¢ ts thro gh house to house cal 
Vass These men work on commissio 
nd sell < the ind str il or ordinar 


police s 


Central Life in New Building 


Che Central Life of Illinois is now 
established in its own new home oftce 
building at 716 North Michigan avenue, 


Chicago. Formerly the company had its 
home ofhce at Ottawa Ill and moved 
into its recently completed home ofhes 
building in Chicago the first of the year 
Che company will occupy the tour stories 
of the building 

In addition to all the officers, 50 em 
ployes have moved to Chicago Chus 
the Central Life takes with it the back 
bone of its organization to its new loc 
tion in Chicago The remainder of the 
office staff will be recruited in Chicago 
The Central Life has made a very good 
growth in the past few vears It was 
the feeling among the ofhcers ot the 
company that headquarters in Chicago, 
together with a home office building 


would add materially to prestige ol 


the company 
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NEW LAW IS DESIRED 


RECOMMENDATION NOW MADE 


Governor of Massachusetts Hopes to 


Straighten Out Difficulty That Led 
to Missouri Imbroglio 


Governor Cox of Massachusetts sprung 
a surprise on the insurance 
the state, especially the fire business, 
when in his inaugural message he came 
out strongly recommending an imme 
diate change of policy which will permit 
the local organization of reciprocal in- 
surance associations under proper sate 
guards to admit outside’ reciprocals 
which can comply with proper Massachu 
setts standards. The insurance depart 
ment refused to admit to Massachusetts 
the Reciprocal Exchange of Kansas City, 
which brought about the retaliation of 
the Missouri department endeavoring to 
oust all Massachusetts companies of 
whatever character from the state. This 
led to court action. The Missouri com 
missioner claimed that the Reciprocal 
xchange was on a sound basis and was 
entitled to admission 

rhe Massachusetts department de 
clared that there was no law in Massa- 
chusetts that permitted the transaction 


business ot 


of fire insurance by unincorporated in 
stitutions Ihe issue became very se 
rious for the life companies of Massa 


chusetts as well as the fire and casualty. 
Governor Cox evidently feels that in 
order to avoid trouble the Massachusetts 
aw should be amended 


HARDIN QUITS UNDER FIRE 
Oklahoma Insurance Commissioner Re- 
signs Following Report by Leg- 
islative Committee. 


OKLAHOMA CITY, OKLA, Jan 
s—Eli W. Hardin has tendered his 
resignation as Oklahoma state insu! 


rhe 


Governor 


resignation 
Trapp, and 


commissioner, 


ance commissioner 
was accepted by 
Ir. E, Young, 
was appomted temporary commissioner, 
permanent appomtment 


assistant 


pending a 


In evidence presented before the 
legislative investigation committee, which 
vas released Friday by James R. Tol 


bert, chairman, it was revealed that dur 
vears of his connection with 
insurance department, Mr 
Hardin's bank deposits aggregated $46, 


ng the tour 


( State 


633 This was shown in the testimony 
of H. B. Carson, vice-president of the 
American National Bank of Oklahoma 

City 
Mr. Carson testihed that in 1920, 
when Mr Hardin was secretary of the 
state insurance board, drawing a salary 
of $208 a month, his deposits were 
$5,874 The following February Mr 
was clected insurance commis- 


Hardin 


ner at a salary of $2,500 a year, in 
which capacity he has served until last 
week, when he offered his resignation 

Efforts to locate Mr. Hardin Friday 
or Saturday were fruitless Advice 
rom his home in Oklahoma City was 
to the effect that he had been called to 
western Texas to the bedside of a sick 

other Word said to be from John 
E. Hardin of Plainview, Tex., stated 
that his brother, Eli Hardin, had not 
irrived at Plainview 

Evidence released by the investigat- 


ing committee is not sufficient to jus 
tify action, J. K. Wright, county attor- 
ney, said, adding that the matter would 


be investigated 

Mr Hardin's friends are confident 
that soon he returns matters can 
} 


be satisfactorily explained 


as as 


Bidwell With Northern of Canada 


L. M. Bidwell, for a number of years 
with the Mutual Life of Canada at Sas- 
katoon and more recently manager for 
Crown Life at London, Ont., has 
been appointed superintendent of 
agencies for the Northern Life of Lon 
don. : 


the 
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In 


the remarkable advance of The Lincoln 


National Life Insurance Company the sales force 
and the Home Office organization are going for- 
ward arm in arm. 

Honest-to-goodness co-operation has brought 
all departments of The Lincoln National Life so 
close together that a basis of genuine friendship 
is established. 

Whenever a man proves that he is of Lincoln 
National Life caliber—that his service ideals are up 
to the high Lincoln National Life standards—he is 
taken into full fellowship by The Lincoln National 


Life organization. 


He is given a contract direct 


with the Company. Every Home Office co-operator 

bends all his talents and energies to backing that 

salesman up with the most efficient service. 
Because of its arm-in-arm co-operation, it 


pays to 
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The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $290,000,000 in Force 
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| LIFE INSURANCE AND 


_ TRUST COMPANY PLAN 
|Three Prominent Bankers Talk 
Before the New York City 


Underwriters 





| 
|CONSERVATION STRESSED 


Financial Men Say Their Method of 
Assisting Estates Does Not Con- 
flict With Agents 





President Charles A. Foehl of 
the Life Underwriters Association 
of New York announced that new 
Jegal reserve life insurance pro- 
duced last year was $11,700,000,000, 
an increase of $2,000,000,000 over 
1922 and $1,500,000,000 over the 
big year of 1920. He estimated 
that legal reserve life insurance in 
force is now $55,000,000,000. 











NEW YORK, N. Y., Jan. 8.—The 
second of the “Common Interest” meet- 
ings held by the Life Underwriters As- 
sociation of New York took place 
Tuesday evening being attended by 400 
members who heard the subject of 
“Life Insurance and Trust Company 
Service” discussed by three leading 
bankers of New York City, viz: Merrell 
P, Callaway, vice president of the Guar- 
anty Trust Company, William W. Hoff- 
man, vice president of the National 
City Bank and Dudley F. Fowler as- 
sistant trust officer of the Bank of 
America. 


| 


Great Life Insurance Year 


President Charles F. Foehl, manager 
for the Prudential in New York, pre- 
sided. He announced 1923 as the great- 
| est life insurance year in history with 
$11,750,000,000 produced by legal re- 
serve companies, a $2,000,000,000 in- 
crease over 1922 and _ $1,500,000,000 
ahead of the peak year of 1920. 

He estimated total legal reserve life 
insurance in force at $55,000,000,000, 

Mr. Callaway stressed the mutual re- 
lations between life insurance and banks 
referring to the compilations on the dis- 
posal of funds left to beneficiaries made 
by E. M. Ensign, corresponding sec- 
retary of the National Association of 
Life Underwriters. The speaker re- 
ferred to the tremendous growth of the 
trust companies as a result of the con- 
viction of persons creating an estate 
that their funds should be conserved 
after their deaths. The trust companies 
have protected many a widow and child 
from having money left for them lost. 
He endorsed life insurance as necessary 
to take care of taxes and other charges 
against an estate, 


Insurance Trust Agreement 


An insurance .trust agreement is 
simply a set of instructions left by the 
policyholders to show what he wants 
done. Trust companies do not advo- 
cate leaving all insurance proceeds with 
them for in many kinds of insurance 
there is no such need. The flexibility 
of a trust company agreement performs 
often a great service to the policy- 
holder. 

Some analysis and study is required 
by an agent to determine how a policy- 
holder may make the best arrangement 
for his needs. The agent should de- 
cide whether the trust agreement is best 
adapted to his clients needs. 

His idea was to try the insurance 
plan first to meet a client’s needs, then 
use the trust company as supplemen- 
tary. There is no competition between 
them, he maintained. 

Managing insurance estates has given 
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1924 Start The New Year Right 1924 





Business Increase in 1923: 


(Conservative estimates, made Dec. 20, 1923.) 


Business in force, about oo eo oe te tl lt lw tl lt hw «GF DOE Cent. 

Assets, over. oe eee ee « « « a Ber Com. 

Capital and Surplus to Policy holders, over . 50 per cent. 
Starting the Year 1924 with 

Insurance in force, about. . . . . . . «© ee « « « + + =©$77,000,000 

Total Assets, about. . eee ee & ¢ 8,300,000 

Capital and Surplus to Policy holders, : about . ; «A 1,000,000 


Experienced Agents of reliability and class—-General Agents, Managers, sub- 
Agents—Brokers, General Insurance Offices—beginners in the Life Agency field 
are able to find with the Standard that which they have been seeking—that which 
every ambitious, earnest, conscientious Agent looks forward to as his or her partic- 
ular pot of gold at the end of the Agency road—the opportunity to develop, and 
live a contented, happy, well-paid life, in a work of real service value, as a reward 
for good service. 


Start the New Year Right, 

With the Right Company 

The Company of Service and Growth 
And Growth Through Service 


Choice Territory Now Open. 
Call. Write. Telegraph. Radio. 
Do It Now! 
Address, Agency Department, Standard Life, St. Louis, Mo. 


We have splendid Agency openings right now in Illinois, Indiana, Iowa, Kansas, 
Oklahoma, Missouri, Michigan, Nebraska, Colorado and Wyoming. 


We will enter eight new states during 1924. Watch Us Grow! 


Yours, for a Prosperous New Year 


J. R. PAISLEY, President 


STANDARD LIFE INSURANCE COMPANY 


716 Locust Street, St. Louis, Mo. 
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Even Pericles 
Had His Neighbors 


F there was one ancient Athe- 

nian who was in hot water all 
thetimeit was Pericles. His trouble 
seemed to be in living a thousand 
years before his day. And ina day 
when folks still believed in Olym- 
pian Gods, dragons, flying horses, 
this was some trouble! 

Pericles was the first real man 
with a vision. He peered into the 
coming centuries; but he couldn't 
get his neighbors to peer with him. 
Every once in a while he would 
stop peering long enough to win a 
war or two and then he would be 
carried about on his countrymen’s 
shoulders. 


UT the next day some rival 
would say Pericles had done 
wrong in fighting and down would 
bump the hero. Then a week or 
two afterward he would be em- 
powered to build a Parthenon or 
Acropolis, and when he would get 
about half way through another 
jealous adversary would kick about 
the cost. 
‘*Pericles is wasting your 
money,’’ would be the cry in the 








market place and a million or so 
Greeks would hasten ‘o the door 
of Pericles’ home and threaten 
him with tar and feathers. 


**All right,’’ he would reply to 
the onslaught, ‘‘let the cost go 
not to your account but to mine, 
and let the inscription on the Par- 
thenon stand in my name as aliving 
heritage to my wife and children.’’ 
The glory of his great work soon 
soothed the multitude and he was 
allowed to proceed and leave to us 
a world marvel of architecture. 


HE last years of his life were 

the hardest. He worked out a 
Family Budget, the first of history, 
perhaps, and again the men of 
Athens complained when he sug- 
gested they all try it. 


‘‘It is as it is,’’ said Pericles, 
and added, ‘‘while I am here my 
family is safe; when I am gone they 
cannot live on my work alone.’”’ 

Is there not alife insurance point 
to this? Is it sufficient for any 
man to leave only a reputation for 
greatness? 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 





POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 


Our plan IS saving millions for many Companies and is the result of twenty- 


two years of careful research and experience. 
THE OTIS HANN COMPANY 


10 So. La Salle S 


Chicago, Illinois 











U N DERW VEITER 


the trust ail a great new field. 
Mr. Hoffman stressed the belief of all 
in life insurance now and forever. He 
stated there was no competition be- 
tween insurance companies and_ banks. 
He related the case of a client of 
his bank leaving a $50,000 life insurance 
estate which had been lost in unfor- 
tunate speculation within two weeks’ 
time by the widow. Here was a case 
where money could have been saved 
the widow if the funds had been trusted. 
The idea of a trust is nothing new es- 
pecially in old English law as far back 
as the thirteenth century. He showed 
an insurance company cannot under the 
law become a trustee but a bank can. 
It can exercise discretionary powers 
while the insurance company cannot. 
The banks have experts to handle the 
trust funds placed in their charge and 
the law requires a very high degree of 
care from trustees in handling such 
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funds. An individual’s respon- 
sibility is no greater nor less than that 
o a bank but the latter’s financial re- 
sponsibility being greater there is bet- 
ter protection in case of loss. 
Methods to Conserve Estates 

Mr. Fowler said the way he under- 
stood the situation “we are all agreed 
that a man should provide for his de- 
pendents even if he had to take out 
life insurance to accomplish it.” He 
described methods for conserving es- 
tates in trust showing how the bank 
plan parallels some life insurance pro- 
visions. Two factors are involved. By 
placing funds out of reach of the bene- 
ficiary funds are often conserved. A 
trustee does not give a guarantee, how- 
such as is contained in an income 


trust 


ever, 
life insurance policy. The speaker dem- 
onstrated the machinery in his own 


bank and routine of handling trust es- 
tates. 


JAMES A. GRIZZARD TELLS ABOUT THE 
SYSTEM HE USES IN PRODUCTION 


AMES A. GRIZZARD is head of the 

Grizzard System of producing life 

insurance, having offices in Chicago, 
Detroit, Cleveland, Columbus and Akron. 
Mr. Grizzard’s office has prepared a 
statement explaining something about 
the Grizzard system and telling some- 
thing of its progress. This can be con- 
sidered official. The statement is as fol- 
lows: 

“The Grizzard System of Chicago has 
just closed its first year in this metrop- 
olis, with a remarkable record of growth 
and service. At the same time this sea- 
son marks the seventh milestone in the 
history of the Grizzard idea. It is just 
seven years ago that James A. Grizzard 
began experimenting with what has be- 
come known as the Grizzard System. 
The modest beginning, in a very small 
way gradually expanded, until today the 
Grizzard System, of which Mr. Grizzard 
is the head, has been incorporated, and 
has extensive offces in Chicago, Detroit, 
Cleveland, Columbus and a number of 
minor cities. Plans are contemplated 
for new offices to be opened in several 
large cities during the year 1924. 


Arranges for Monthly Premium 


“The Grizzard idea is based upon old 
line life insurance. It is a system of 
financing life insurance premiums in ex- 
isting established well-known old line 
companies for policyholders who orig- 


inate their policies with the Grizzard 
organization. This procedure enables 
the policyholder to make deposits 


monthly ina designated depository bank, 
and thereby maintain the policy as long 
as desired. 

“The practical result of this system is 
to put into operation what insurance 
men have so often desired. It is to place 
deposits for old line life insurance pre- 
miums on a monthly budget basis, har- 
monizing with the daily method of car- 
rying on all financial business, thus 
visualizing old line life insurance for 
what it really is—the safest and surest 
form of thrift for the depositor and his 
dependents. Mr. Grizzard holds that the 
reason why a great many salaried men 
and many business men do not have 
more life insurance is because they find 
it inconvenient to finance their outlays 
other than the way in which they receive 
their incomes, or other than the manner 
in which they finance their business. 

Business Methods Revolutionized 

“The great changes in industry, 
of locomotion, and methods of doing 
business with larger turnover in stocks, 
due to speed in the deliveries of mer- 
chandise and the building up of cities 
with good roads and fast electric and 
steam lines, have revolutionized methods 
of doing business. Every business today 
is financed on a monthly budget basis. 
Statements are taken off each month 
and expenditures ore budgeted monthly. 
Likewise, there has been a great advance 
in methods of budgeting personal expen- 
ditures. Every household today finds it 
convenient to divide the weekly or 





means | 





monthly expenses on a percen‘age basis 
for each important item of expenditure 
according to the income. This method 
has proved the most convenient one 
ever devised of enabling salaried men, 
as well as business men, to not only 
keep a check on their expenditures, but 
have more of the good things of life 
with a minimum of anxiety and worry. 


Applies Scientific Principles 


“The Grizzard System is simply a 
means of applying the scientific business 
principles of the monthly budget to old 
line life insurance. The great social 
value of such a system has been to widen 
the market for old line life insurance 
and bring it within reach of everyone 
more abundantly.” 

In the supplement to the publication 
of the first radio address on life insur- 
ance ever broadcasted throughout Amer- 
ica, Mr. Grizzard says: 

“One of the chief reasons why some 
people don’t take more life insurance is 
that they find difficulty in meeting the 
annual premium payments. Others who 
have the ability to pay fear the incon- 
venience of paying upon the due date, 
and therefore do not have enough. 

System Helps the Assured 


“The plan of the Grizzard System, the 
new idea in life insurance, makes it pos- 
sible for everyone to have additional life 
insurance through a dignified method of 
premium payments simply by making 
monthly deposits in the bank, the first 
deposit putting the policy into full force. 

“If the insured lives until the matur- 
ity of the policy a savings fund has been 
accumulated through the cash value of 
the insurance policy. In the event of 
death at any time after making the first 
deposit in the bank, the full amount of 
the life insurance policy is immediately 
paid to the family. 

Enjoys Strong 


“The Grizzard System enjoys the 
highest bank connections in the cities in 
which it operates. In Chicago the ex- 
clusive depository is the Illinois Mer- 
chants Trust Company. 

“To be of greatest service is the one 
outstanding ideal of the Grizzard Sys- 
tem, and this ideal is impressed upon 
the sales force continually. Under Mr. 
Grizzard’s leadership, the Grizzard or- 
ganizations aim to follow the highest 
ideals of the life insurance fraternity and 
its code of ethics, both in selling and 
administration. In order to more thor- 
oughly train the sales force, classes are 
conducted for new men and expert coun- 
sel and salesmanship is employed. 

“The Grizzard System carries on ex- 
tensive advertising campaigns in all 
cities in which it operates, using news- 
papers, bill boards, street cars and di- 
rect-by-mail advertising. Mr. Grizzard 
is very op timistic re garding the business 
outlook for 1924 and forecasts that the 
new year will be the largest in the his- 
tory of the Grizzard System.” 


Bank Connections 
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TEXAS 
GENERAL: AGENCY OPEN 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 















The company has never 
contested a claim under 
a policy, and has never 
lost a dollar on any 
investments. 


Insurance In Force Over 
$12,500,000. 


Capital, Surplus and 
Reserve Over $1,000,000. 




































































The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
. of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
““Making Dreams of Your Children’s Future Come True,” and 
» our attractive proposition to agents. 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 
Dallas, Texas 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


W. H. SAVAGE, Vice President 
Los Angeles, California ° 




















The National Underwriter 
The Big Insurance News Service 


Publishing weekly the fresh news $4.00 per Year 


gathered by 200 specialists. CHICAGO CINCINNATI NEW YORK 

















BIG INDIANA ‘PROGRAM 





GREAT GALAXY OF SPEAKERS 


All Branches of Business to Be Rep- 
resented at “Indiana Insurance 
Day” Next Tuesday. 


INDIANAPOLIS, IND., Jan. 
The program for “Indiana Insurance 
Day,” to be held in Indianapolis Tues- 
day, Jan. 15, has been completed. Ad- 
vance reservations already received 
forecast an attendance which will make 
this the greatest insurance gathering 
ever held in Indiana. The array of 
speakers, nationally known, is certain 
to draw insurance men and women from 
all parts of the state and a campaign 
of publicity has been carried on which 
has advertised the attractions offered to 
practically every person engaged in the 
insurance business in Indiana. 

The seven organizations which have 
been back of the promotion of the 
meeting, the Insurance Federation of 
Indiana, Indianapolis Fire Insurance 
Agents Association, Indianapolis Asso- 
ciation of Life Underwriters, Indiana 
Insurance Society, Indiana Casualty 
Adjusters Association, Indiana Associa- 
tion of Insurance Agents and* Indiana 
Association of Legal Reserve Life In- 
surance Companies, have given hearty 
support to it and have thrown their 
strongest influence to arouse the inter- 
est of their members and of the various 
classes of agents which they serve who 


—_— 


may not be members. 
Originated With Federation 
The idea of “Indiana Insurance 
Day” originated with the Insurance 


Federation of Indiana and the one in- 
dividual chiefly responsible for the 
thought and the successful organization 
and carrying out of the plan is Frank M. 
Chandler, president of the Federation, 
who is chairman of the general and exec- 
utive committees which have had in 
charge the preparations for the event, 
composed of representatives from all 
the seven cooperating organizations. It 
is not a Federation proposition but a 
cooperative move in which the seven 
organizations have concurred with equal 
activity. 

The thought back of “Indiana Insur- 
ance Day” is to show Indiana’s organ- 
ized insurance strength and to reveal to 
all who are interested in the business 
the value of thorough organization. It 
is expected that all of the organizations 
will be strengthened in their member- 
ship and that a closer understanding 
will be established between the various 
branches of insurance. The program 
has been drafted to interest all classes 
of insurance representatives and is both 
instructive and inspirational. 

Given Good Publicity 


The Indianapolis “Star” has an- 
nounced that it will issue a special sec- 
tion of its Tuesday night and Wednes- 
day morning editions. The “silent 
orator” at the corner of Meridian and 
Washington streets in Indianapolis is 
carrying an insurance message all of 
this week and through Tuesday night 
of next week. This message reads: 
“Insurance—national stabilizer—Insur- 
ance—backbone of credit—Insurance— 
touches everv life—Welcome Indiana 
Insurors—Indiana Insurance Day, Jan. 
15. Frank Chandler, Chairman.” There 
will be a number of extensive company 
advertising exhibits. 

The detailed program is as follows: 


INDIANA INSURANCE SOCIETY 





Executive Session, 9:30 a, m. 


What of the Night?” O. B. 
Counsel, National Board, 


“Watchman, 
Ryon, General 
Chicago. 

Open Meeting, 10:30 a, m. 
Thomas 8. 
Insur- 


“The Insurance Department.” 
McMurray. Jr., Commissioner of 
ance of Indiana. 

Showing of motion picture safety film 
by courtesy National Safety Council, fol- 
lowed by remarks of Dana Webster, 





senior inspector Aetna Life, Indianapolis. 
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and 
Miller, 


Arson in In- 
State 


“Fire Prevention 
diana,” Newman T. 
Marshal of Indiana. 

Address—C. M. Cartwright, Managing 
Editor, The National Underwriter 

Cc. Edgar Turner, Counsel, Casualty In- 
formation Clearing House, Chicago. 

Announcement of Committees and Ad- 
journment, 


INDIANAPOLIS ASSOCIATION OF LIFE 


UNDERWRITERS 


1l a. m.—State Organization Meeting 
of Life Underwriters Association of In- 
diana. 


INSURANCE FEDERATION OF 
INDIANA 


Annual Meeting, 2 p. m. 


Reports of Federation Officers 
Qualifications and the Advis- 
Thomas B. Donaldson, 
Federation of Penn- 
Pennsy!l- 


Annual 

“Agents’ 
ory Board Plan,” 
president Insurance 
sylvania, ex-commissioner of 
vania. 

General discussion on 

Report of Legislative 
Thomas P. Harvey, Chairman. 


above subject. 
Committee, 


Address—Prof. William B. Bailey. 
economist, Travelers. 

“The Agent as a Self-Starter,.” Chaun- 
cey S, S. Miller, publicity director, North 
British & Mercantile. 

“The Insurance Federation of Amer- 


Hutchinson, secretary In- 
surance Federation of America 

Reports of Convention and Federation 
Committees and Election of Officers. 


INDIANA ASSOCIATION OF INSURANCE 
AGENTS 


ica,” John T. 


Meeting of Executive Committee, 4:30 
p. m. 

Address—Clyde B. Smith, president 
Michigan Association of Insurance 
Agents and vice-president National As- 
sociation of Insurance Agents. 


INDIANAPOLIS FIRE INSURANCE 
AGENTS ASSOCIATION 


Annual Meeting and Election of Offi- 


cers, 6 p. mM. 
JOINT BANQUET, 7 P. M. 


Claris Adams, 
Speakers: 
Thomas R, Marshall, 
of the United States, 
Ernest Palmer, manager 
counsel, Chicago Board. 
James V. Barry, vice-president 
politan Life. 
Edson 8S. Lott, 
Casualty. 


Toastmaster. 


ex-Vice-President 
Indianapolis 

and general 
Metro- 


president United States 


GREAT NORTHERN HAD RALLY 


Chicago Company Held Meeting of Its 
State Managers at the Home 
Office Last Week 





The Great Northern Life of Chicago 
held its meeting of managers from the 
various states in Chicago Jan. 3-4. This 
was the first since the Central Business 
Men’s was consolidated with the Great 
Northern. Ways and means of increas- 
ing business in 1924 were discussed and 
there was considerable discussion otf 
some new policy forms in the accident 
health branch which the company 
anticipates issuing during the coming 
year. The Thursday afternoon session 
was devoted to accident and health in- 
surance and the entire day Friday was 
spent on the life department. Consid- 
erable enthusiasm over the prospects 
of the coming year were displayed by 
the managers present. 

A successful year was reported for 
the accident and health department, for 
which the figures are not as yet avail- 
able. The life figures were reported. 
showing excellent results for 1923 
Paid-for business in 1923 was $5,640,290, 
as compared with $2,820,000 in 1922 
This is an increase of $2,167,000 or over 
70 percent gain on paid-for business 
Life insurance in force at the end of 
1923 was $19,657,795, as compared with 
$16,218,000 a year ago. This makes an 
increase of more than $3,400,000 in ac- 
tual paid-for business in force. The 
reinstatement and conservation division 
of the life insurance department, organ- 
ized during the past year, was reported 
to have been very successful and will 
increase its activities during 1923. 
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PROBING NOW DROPPED | 


CHARGES AGAINST A. CLOVER 


Officers of the Public Life Says They 
Have Not Been Able to Get 
Accounting 


The state’s attorney’s office in Chi- 
cago started an investigation Monday of 
Alfred Clover, former head of the Public 
Life of Chicago, on charges made by 
General Manager Maxmillian St. George 
and President Louis Narowetz. They 
declared that Mr. Clover was respon- 
sible for a number of financial compli- 
cations that are said to be found in the 


organization. The hearing lasted all 
day, being conducted by two assistant 
state’s attorneys. After the evidence 


was presented the prosecutors declared 
that it was not sufficient to warrant it 
probing into the matter further. It was 
asserted that no further action would 
be taken until the state’s attorney could 
be convinced that Mr. Clover was re- 
sponsible for the conditions complained 
of. The charges were made not only 
against Mr. Clover but his secretary, 
Mrs. Margaret Boggess. 
Charges That Were Made 


Mr. Clover is head of the Public 
\gency Company which has a general 
agency contract. Through this company 
the stock selling activities were carried 
on. The present officers declare that 
there is more than $500,000 involved in 
Mr. Clover’s account as head of the 
agency company which really belongs to 
the Public Life. ‘According to the of- 
ficers, Mr. Clover’s stock sales amounted 
to $210,000, but they declare he tendered 
the company his check for $85,000 as its 
share, but it was not accepted. General 
Manager St. George declared in the 
charges that Mr. Clover had never made 
a proper accounting to the company on 
his stock selling. He says that he has 
been unable to collect money that he 
claimed was due the Public Lite. 

The assistant state's attorneys on 
Monday questioned William Garner, 
former chauffeur for Mr. Clover, and 
Geo Garner, the chauffeur’s father. They 
told of driving Mr. Clover on business 
trips through Wisconsin, Indiana and 
Kentucky. Leo Garner testified that 
Mrs. Boggess had numerous jewels that 
were very valuable which he said had 
been given to her, according to Mr. 
Clover, by the Public Life in apprecia- 
tion of her work. 


Commerce Committees Named 


The Chicago Association of Com- 
merce has announced its insurance divi- 
sions for the present year. General 
Agent Edgar C. Fowler of the New 
England Mutual is general chairman of 
the entire division, which is divided into 
four sections—casualty, fire, life, and 
marine. Ernest Palmer, manager of 
the Chicago Board, is chairman of the 
tire section; George H. Morris of Rol- 
lins-Burdick-Hunter Company is chair- 
man of the casualty section. 

Darby A. Day, manager of the Mu- 
tual Life, is chairman of the life insur- 
ance section, the others being John H. 
Dingle, Massachusetts Mutual; A. A. 
Drew. Mutual Benefit; E. A. Burgess, 
Union Central; R. E. Whitney, New 
York Life: Harry C. McNamer, Equit- 
able. of New York: L. C. Pentield 
Northwestern Mutual, and H. W. Cald- 
well, New England Mutual. 

Andrew C. Lang, of Osborn & Co., 
is chairman of the marine section. 





Travelers’ Managers to Meet 


The Travelers will hold its annual 
managers’ conference at the home office 
the week of Jan. 20, a three-day execu- 
tive session being scheduled for all 
branch managers. At this meeting the 
company will make announcement of 
ny poliev or rate changes which may 
he in prospect, withholding publication 
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What Would Your Neighbor Say? 


Somebody asks your neighbor what sort of 
a man you are, and he answers: “He is a 
good Life Insurance man,” or “just an 
average Life Insurance man.” The first 
is a high distinction; the second a slur. 


We constantly ask ourselves this question: 
What can we do to make average Life Insur- 
ance men good Life Insurance men, and good 
Life Insurance men better? Our Educational 
Course helps solve this problem. 


Then too a Life Insurance man must be pros- 
perous while in the making. Our Sales Plan- 
ning Department, developing prospects and 
arranging for interviews, relieves all un- 
certainty and secures prosperity. 


Unexcelled Low-Cost Life Policies 


Substandard Policies for Under- 
Average Lives 


Child’s Educational Endowment 
Non-cancellable Income Policies 
Non-cancellable Accident Policies 


Standard Accident and Health 
Policies 


Standard Accident Policies 


We have room in our fast-growing organiza- 
tion for a few more men who would like 
to take up Life Insurance work under ideal 
conditions. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 




















of announcements until that time. 
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Improved Policy Co 





Hartford 
Organized in 1846 


Starts the 78th year of our history 
with increased services 


Increased Dividends 


Revised and Improved 
Educational Facilities 
for the Field Organization 


The Connecticut Mutual 
Life Insurance Company 


Connecticut 


ntracts 

























ARCHITECTS ENGINEERS 


A Nation-wide Service 
A Building service in collaboration 


Architect of your own selection with 
cost determined while the plans are in 


the building. 


Saint Paul, Minnesota 
A pamphlet explaining the scope of our service sent 


A. MOORMAN & COMPANY 


BUILDERS 
Financial and Insurance Buildings 


tive stage and with one organization responsible 
for the entire construction and equipment of 


Sixth Floor, Chamber of Commerce Bldg. 


with an 
the final 
a tenta- 





upon request. 





























OF IOWA 


Safety and Liberality 


Admitted Assets 
= See $12,431,725.00 
SEN, Bile WUEEs 6400 cesrdesctun . 44,995,738.00 


For information regarding agencies 


Address: 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


A Company of Stability and Progress, 


The net returns paid on funds left with the Company is 4.8 per cent. 


Home Office: Des Moines 


Insurance in Force 


$ 67,326,327.00 
313,132,592.80 



















Pictures,Tell the 


them to put over your message or your special sal 
proof sheets. 





Cartoons will give your house organ that all necessary sparkle. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 


Story 


Use 


es contest. Send for 


















One inch, one time, 


WANT ADS 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, 


One Column wide $3.75 


Chi ™ ‘go, Illinois 
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‘ILLINOIS AGENTS MEET 


AGENCY PROBLEMS DISCUSSED 


Finding and Training Men Chief Top- 
ics at Meeting of Green Signal 
Club of Illinois Life 


Agency organization problems con- 
stituted the chief subject before the 
meeting of the Green Signal 
the Illinois Life, held in Chi- 
cago last week. The Green Signal Club, 
which is the organization of the com- 
pany’s home state field force, enjoyed 
a profitable all-day conierence and even- 
ing banquet, under the direction of 
Vice-President R. W. Stevens of the 
home office in Chicago. Thomas M. 
Cusick was officially installed as presi- 
dent of the club for the coming year, 


Club of 


succeeding Mrs. L. E. White. The 
other new officers of the club, in rank 
of production, were Arthur A. Amy, 
John L. Carey and Miss Edna E, Ditz- 
ler. 
Discuss Agency Problem 

The program of the convention was 

confined to two general subjects, one 


on agency organization, particularly the 
finding and training of new agents, and 
the other on selling methods. 
posium on agency organization which 
was heartily entered into by the mem- 
bers of the Green Signal Club and the 


guests from the other fields of the 
company, brought out many valuable 
pointers. It was particularly pointed 
out by one of the speakers that the 


field in which the new agent could be 
found was witthout a limit. A particu- 
lar example of this was given in the 
analysis of the “All Star Convention” 
issue of the “Insurance Salesmen,” 
showing that of the 112 leading pro- 
ducers in the United States, 40 occupa- 
tions were represented from which 
these men were secured. It was stated 
that there are prospective agents every- 
where, just as there are prospective 
policyholders everywhere, though 
qualifications must be as_ closely 
watched the examination of the 
prospect. 


as 


Each Agent an Investment 


It was suggested by one of the speak- 
ers that the agency directors take on 
each individual agent as an investment 
and present the work to the agent on 
this basis. Showing the prospective 
agent that the renewal check is like a 
coupon, which can be continually 
clipped and guarantee continued return, 
will interest all good men. This is a 
plan which pictures the work as simi- 


lar to coupon clipping, which has a 
pleasant sound to all men. In present- 
ing the work to the prospective agent 


it is also of value to emphasize the so- 
cial service to be rendered and the tre- 


mendous possibilities in the great un- 
crowded field. As one of the agency 
directors said, it is not a question of 


how much education the man has had. 
but his inherent abilities. It is, of 
course, of value to have had some edu- 
cation. It was pointed out that in the 
same list of 112 leading producers 
shown in the “All Star Convention” 
number of the “Insurance Salesmen,” 


39 were college graduates and 42 were 
high-school graduates. However, the 
agency directors appear to agree that 
the points most vital are: Whether pre- 


viously successful; standing in his com- 
munity; his sales experience; his home 
life, especially his interest in owning a 


home: his bank account: and general 
thrift. It was suggested that it is easy 
to get anyone to sign a contract, but 


difficult to get the right man and the 
most important part of the agency di- 
rector’s work. 

Training Agent Important 


It was also emphasized that the prob- 
lem is not only in finding the agent, 
hut in developing him after having 
found him. The agent who is thrown 
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| WILL WORK BY . TEAMS 


PLAN OF THE PAN-AMERICAN 


Field Organization Is Divided for In- 
tensive Cultivation of Business Dur- 
ing the Present Month 


The entire field organization of the 
Pan-American Life has been divided 
into six teams. Each team has an 
agency officer of the company as its 
captain. The names making up the 
various teams were not selected but 
drawn. There are over 700 agents in 
the field organization of the company. 


Each agent’s name was put on a card. 
The cards were then shuffled and dis- 
tributed one by one to the different cap- 
tains, The captains did not know the 
names they were receiving. Each cap- 
tain has sole jurisdiction over his team 
and it is up to him to get as much busi- 
ness through his team as possible. New 
agents appointed during January will 
be allotted to one of the six teams in 
the order of their appointment. 


Prizes Will Be Given 


The team showing the largest amount 
of written and examined business re- 
ceived in the home office from Jan. 1 
to Jan. 31 will take first place. The 
capital prize will be awarded to the 
agent submitting the largest volume 
which will consist of a credit memoran- 


dum of $150 on any house furnishing 
institution selected by the agent. A 
prize will be awarded to the agent sub- 


volume in applica- 
will consist of 
$100 on any 

However 
the largest 
the capital 


the largest 
his team which 
memorandum of 
house furnishing institution 
should the agent writing 
volume in his team also be 
prize winner then the prize will consist 
only of $150, Fountain pens to the 
value of $10 will be awarded to each 
member of the winning team submtiting 
applications for $10,000 or over. 


mitting 
tions in 
a credit 


Smaller Prizes to Be Given 


Fountain pens to the value of $5 will 
be awarded to each member of the win- 
ning teams submitting applications for 
$5,000 or over. Every member of the 
winning team who submits an applica- 
tion will receive a token of apprecia- 
tion in the form of a certificate signed 
by President Crawford H. Ellis and 
Vice-President and Manager E. G. Sim- 
mons, 

The six teams are 


as 


captains of the 


follows: C. H. Ellis, president; E. G 
Simmons, vice-president and general 
manager: C. D. Corey, superintendent 


of agents: J. E. Woodward, secretary: 
+. B. MacFarlane, Louisiana 
supervisor: T. M. Simmons, 
superintendent of agents 


agency 
assistant 


into the field without knowledge of the 
life insurance business is not being 
given a fair trial and the results will 
not be profitable to the agency man- 
ager, Several of the agency directors 
who spoke said they made it a practice 
to accompany each new agent in his 
initial field work, staying with him un- 
til it was believed that he had a good 
foundation upon which to carry on the 
work alone. 

The remainder of the program was 
devoted to discussion of sales methods, 
from the locating of prospects to the 


delivery of policies. Special emphasis 
was given to the value of cold canvass 
work, several men who have made a 


specialty of this outlining their methods 
In the evening the annual banquet was 
held at the Hotel LaSalle 





Insurance “Ad” Men Meet 


A meeting of the executive committee 
of the Insurance Advertising Conference 
will be held in New Took. Jan. 15. at 
the office of the North British and Mer 
cantile, where Chauncey S. S. Miller 
will preside. 
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FISHBACK ALLOWS ONLY ONE 





Washington Commissioner Explains 
New Law—Life Companies Par- 
ticularly Affected 





Lite companies in particular are in- 
terested in the new Washington law 
which forbids insurance companies oper- 
ating in that state from having more 
than one general agent, for the reason 
that practically all the life concerns 
maintain at least two general agencies 
in the state. The same situation applies 
to the casualty and surety companies, 
whereas such fire companies as maintain 
general agencies in Washington have 
not more than one office functioning in 
that capacity. 

Commissioner Fishback states that 
the new law will have little actual effect 
on the operations of the fire and casualty 
companies, as agents who have been 
operating under the title of general 
agent or manager may assume the title 
of district agent, district supervisor or 
agency supervisor without any change 
in the functions they have been per- 
forming for their companies. “These 
are not regularly defined terms,” says 
Mr. Fishback, “but they really arc 
terms which are more in accord with 
the real duties of these agents where 
two or more are operating for a com- 
pany in different parts of the state.” 


Terms Definitely Defined 


“The terms general agent or mana- 
ger are now definitely defined and are 
legal terms, and it becomes necessary 
in order for one to advertise himself in 
any way as general agent or manager 
to have an appointment on file in this 
department which complies with our 
statutes. 

“My ruling is that it will not be possi- 
ble to have more than one general 
agent or manager authorized to act in 
the state of Washington. In case there 
were two or more, they would be 
clothed with equal authority, and we 
might be receiving instructions from 
two or more general agents of the same 
company at the same time, which would 
be in direct conflict with each other, and 
would be impossible for us under the 
circumstances to know which instruc- 
tion to act under. The whole plan of 
general agent and manager is contrary 
to the idea of two or more general 
agents. 

“It is entirely optional with any com- 
pany whether it appoints a_ general 
agent having jurisdiction over the state 
of Washington, and either a resident or 
a non-resident may be appointed as 
such with jurisdiction over this terri- 
tory - 


New England Mutual Meeting 


Representatives of the New England 
Mutual Life in the Wisconsin and 
northern Michigan territory gathered 
at Milwaukee Jan. 5, for their get-to- 
gether meeting with A. L. Saltzstein, 
general agent. Francis W. Dicke, econ- 
omist of the First Wisconsin National 
Bank of Milwaukee, was the principal 
speaker. His address on “The Chang- 
ing Times,” was well received. 

Glover S. Hastings, superintendent 
of agencies of the company attended 
the meeting, and the interest of the 
home office in the activities of the gen- 
eral agency was expressed in a tele- 
gram to Mr. Saltzstein from D. F. Ap- 
pel, vice-president. 


Home Office Agency Wins 


The home office agency of the Penn 
Mutual Life won the annual competi- 
tion with the Hall & McNamara agency 
of New York for the handsome cup 
offered by Vice-President William H. 
Kingsley, on the basis of volume of 
business from Sept. 25, to Dec. 31, 1923. 
The winners scored $5,252,249, as 
against $4,479,775 for their rivals. 


LIMIT GENERAL AGENTS 
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RECOGNITION 


The Grizzard System is an unique service organi- 
zation. At first misunderstood by some, its very 
soundness, simplicity, and sincerity have obtained 
for it the just recognition that its accomplish- 
ments as a factor of life insurance service entitles 
it to have. 


The principle of the Grizzard System is sound and 
true. It is old line life insurance itself, made 
available to many new clients through its monthly 
budget plan of depositing premiums in the bank. 


This is the basis of its operation and the success of 
today is proof that it fills a distinct need. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced Griz-—ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 

Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 

GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 


MICHIGAN, Incorporated Metropolitan Bidg.,. AKRON 
Ist Natl. Bank Bldg., Detroit Daily Nene Bldg., CANTON 





GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 














MORTALITY STATISTICS ON PNEUMONIA 
ARE ASSEMBLED BY MEDICAL; DIRECTOR 


R. HERMAN OLD, assistant 
D medical director of the Provident 

Mutual Life, has made a three-year 
survey of mortality of life insurance due 
to pneumonia. He found that an aver- 
age of 11 percent of the deaths among 
Provident Mutual policyholders during 
that time were due to this cause. Janu- 
ary, February, March and April are the 
most dangerous months. The malady 
strikes down the most vigorous and 
healthy. The mortality from pneumonia, 
he declares, is always highest among 
those who use alcoholic drinks. He states 
that rest is the best preventive for most 
children and adults. The chances for 
cure depend largely on whether or not 
diagnosis is made and proper treatment 
administered before the disease reaches 
an advanced state. Dr. Old’s report in 
part says: 


Mortality Has Not Changed 


“The mortality from pneumonia has 
remained practically the same for the 
past 25 years, varying from 10 to 60 per- 
cent of the cases reported. The percent- 
ages increase according to age, lowered 
body resistance, brought about by 
fatigue, poor personal hygiene, and for- 
in eating and drink- 


mer intemperance K 
ing, and whether or not the pneumonic 
process immediately follows or is sec- 


ondary to some former disease, as influ- 
enza, measels, whooping cough, etc. 


Worst Months of the Year 


“January, February, March and April 
are the months during which the danger 
of death from pneumonia is greatest. 
More than twice many people die 
from this cause during these months as 
in the remainder of the entire year, ac- 
cording to Provident records. 

“The following table shows the per- 
centage of deaths due to pneumonia and 
influenza for 1920, 1921 and 1922 among 
Provident policyholders: 


as 


Year Pneumonia Influenza Total 
1920 12 8 20 
1921 10 1 11 
1922 11 0 11 
Average 11 3 14 


Cuts Down the Vigorous 


“The mortality from pneumonia is not 
only very high but it cuts off in the 
prime of life many who are sound in 
mind and body and who are useful and 
economical factors in their community. 
In this respect pneumonia has only one 
peer, and that is war. 

“It is an acute infectious disease 
caused by a germ known as the pneu- 
mococcus in about 90 percent of the 
cases. These germs, together with many 
others, are present in the throat and 
nasal-throat of every living person, espe- 
cially during the winter and spring 
months. Many cases of sore throat, 
sore eyes, and so-called ‘cold in the 
head,’ are due to this germ in a weak- 
ened form of acting in conjunction with 
some other germs present. 


Effect of Lowered Hesistance 


“The development of pneumonia is de- 
pendent upon the lowered resistance of 
the body tissues which would permit 
the germs to bud and grow to an over- 
whelming extent, or, to the inhaling of 
very virulent forms of the germ as are 
found floating around in rooms or places 
where many persons are so crowded to- 
gether during endemics or epidemics of 
this disease, and, of course, the greatest 
menace comes from the saliva and nasal 
secretions of a patient sick with the 
disease. 

Physical Hest 


“Physical rest is the potent measure 
conducive to the formation of protective 
substances, and if children were made 
to remain in bed and adult persons 
would go to bed for three or four days 
for many so-called trivial ailments as 
‘colds,’ ‘raw throats,’ ‘coughs,’ la grippe, 
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etc., fewer cases of pneumonia would 
develop. 
Early Diagnosis 
“All well-informed medical men know 
that in no disease is the opportunity to 
make an early diagnosis and institute 
the proper treatment such an important 
factor as in pneumonia. The progress 
for the first three days of this disease 
is more or less localized in lung tissues. 
After this time the germs get into and 
grow in the general blood stream, This 
fact was very well illustrated at one of 
our best equipped hospitals, where the 
anti-pneumococcus serum was used in 
all of the pneumonia cases in which it 
was clearly indicated. In these cases 
where it was able to be employed before 
the fourth day ot the disease the mor- 
tality was 18 percent; in the other cases, 
who arrived at the hospital with the 
general blood stream involved, the mor- 
tality was 55 percent. 
Former Habits 

“Former habits are a factor of equal 
importance. The mortality from pneu- 
monia among alcoholics is the highest 
recorded at all hospitals, and a common 
saying among the attending physicians 
and the medical internes is, ‘If I knew 
the patient’s former alcoholic history I 
could say, taking into consideration the 
favorable factors present, what were 
his chances of recovery.’ ” 


STANDS PAT ON BANK AGENTS 





Texas Commissioner Will Refuse to 
License Them Except in Very 
Small Towns. 


STIN, TEX., Jan. 8.—In licensing 
insurance agents in Texas for the cur- 
rent year, Commissioner Scott will not 
deviate from the policy he inaugurated 
when deputy commissioner, in refusing 
agency licenses to bankers, except in 
the very small towns where the service 
is necessary. He reiterated his position 
in _unequivocal language, saying: 

“The laws of this state absolutely 
prohibit the issuance of an insurance 
license to a person who by some ad- 
vantage of relationship or position 
seeks a license to enable him to write 


AUS 


the insurance of his own property or 
that of his relatives or friends. 
“Bankers and loan men seek insur- 


ance licenses for the purpose of collect- 
ing insurance commissions from borrow- 
ers, in addition to the interest charged. 


“Property owners, corporation § di- 
rectors and officers buy into an estab- 
lished insurance agency, the considera- 


tion of sale being that they will insure 
the property of themselves or the cor- 
porations they represent through such 
so-called insurance agency, thereby se- 
curing a division of the commissions for 
themselves, accomplishing by this sub- 
terfuge an indirect rebate, evading the 
law and doing indirectly what the law 
prohibits being done directly. 
“Automobile dealers seek insurance 
licenses for the purpose of writing in- 
surance on cars sold to their patrons 


and dividing with themselves such 
commissions as they may impose upon 
their unsuspecting customers in addi- 


tion to their legitimate profit on the sale 
of cars. 

“Bank employes secure licenses to 
write insurance, using the information 
coming to them by reason of their posi- 
tions as to the financial status of the 
banks’ customers to extort commissions 
from them. There is no more sacred 
financial relation existing than that of a 
bank and its depositors, yet this confi- 
dence is violated in order that a selfish 
bank employe may secure for himself 
an insurance commission to augment 
the salary paid him by the bank. 

“These banks are the sharks of the 
business, and it is the competition of 
these sharks that the legitimate, capable, 








trained, ethical and bona fide insurance 








agent is forced to meet.” 






























legal reserve life insurance company h 
and if he leaves it, he leaves with man 


There are many men who were at one time 
because of personal enterprises or for other 
gentlemen now think they would like to return 
again to tread the trail where they found THE 
clear with the respective companies they repres 


This Company has at present General Agen 


CALIFORNIA—Los Angeles, San Fr 
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gitimate reasons as they saw it. Some of these 
work in which they were previously successful, 
NESS THRILL. If their insurance records are 


re would like to hear from such men at this time. 


District Managership openings at: 


, Oakland, Sacramento and Fresno. 
ia and Springfield. 

ids, Council Bluffs and Davenport. 
¢ and Kalamazoo vicinity. 

h and Winona. 


h, Scranton, Wilkes-Barre, Erie, Reading, 


V orthico and Amarillo. 

ne anftoma. 

1, Gr8ay, Appleton, Neenah, Menasha, Racine, 
‘au (| Chippewa Falls, Madison and La Crosse. 


| J. THARINGER, Assistant Secretary and Manager 
of Accident and Health Department 
. C. CORTRIGHT, Actuary and Assistant Secretary 
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LINCOLN REPORTS GOOD 


LIFE COMPANIES OPTIMISTIC 


Easier 
Ratio Lower—Give Figures on Last 


Find Collections and Lapse 


Year's Business 


LNCOLN, NEB. 
Lincoln life 
a prosperous tor 
a still better one tor 
timism is based on the fact that collec 
tions are getting the lapse ratio 
has fallen and renewals are being made 
promptly and comparative 
Collections generally are reported to 
unusually good for this time of year 

The Bankers Life has passed its goal 
ot $100,000,000 insurance in force, hav 
added approximately $4,500,000 the 
vear Secretary M. L. Blackburn 
the company finds that the 
has decreased to close to 
proportions 
that policy 
an imecrease, 
in the same 
1922 


Jan. &.—Execu 
companies report 
1923 and predict 
1924 rheir 


tives of! 
year 


op 
Casicr, 
with 


Cant 


be 


ing 
past 
said 
ratio 


lapse 
normal 
and 
shows 


good 
total 
applied for 
1921 


collections 
while the 
not beimng 
proportions 


are 
loans, 

are 
as in and 


Lapses Are Much Less 


the 
company 


President E. B. Stephenson of 
Securit Mutual the 


vear with approximately $19 


says 
ended the 


000,000 Insurance in force, a net addi 
tion of $2,000,000 for the vear lhe 
company had an unusually low mor 
tality for the past year Lapses are 
much less. Collections for a part of the 
vear were hard, but they are getting 
better all the time, Phe demand for 
policy loans is unusually heavy, and it 
has been noted also that many who 


have hitherto allowed their dividends to 


accumulate have been drawing them out 
this vear 

Secretary Joseph Goldstein the 
Lincoln Liberty says it closed the veat 
with a little in excess of $10,000,000 in 
force, an increase of $2,800,000. Lapses 
have been lighter than usual, and re 
newals easier and prompter Collec 
tions are better than usual this time of 
the year Policy loans have been in 
creasing in number and amount, but the 


percentage of applications remains about 
the same, 


Collections Heported Good 


President John G, Maher of the Old 
Line reports that it now has about $16,- 
000,000 on its books It added about a 
million during the vear. Lapses 
much smaller in number than in either 
of the last two years, Collections are 
reported very good Policy loans are 
about the same as last year, but appli 


are 


cations have been much fewer than in 
1922 The greater part of the demand 
in 1923 for policy loans came from the 


Dakotas, where conditions were not as 
favorable as in other company territory 

The Lincoln Life has a total in force 
now of about $1,750,000, of which $750. 
000 was added the past year. President 


QO. J. Collman says the accident and 
health business increased 100 percent, 
and as the company has been writing 


life policies for but two years no com 
parisons as to policy avail 
able. Collections have good 
and lapses few in number 


loans are 


been very 


Loans Heavy: Pereentage Leas 


Secretary M. D. Hatch of the Ameri 
can Old Line said the year's totals had 
not yet been figured up, but that the life 
business has grown from 25 to 30 per- 
cent Collections were reported good. 

N. Z. Snell, president of the Mid- 
west Life, saidi the company wrote 
$391,218 more business in 1923 then ir 
1922 and $867,181 less of insurance 
terminated The company now has 
$19,080,000 insurance in force New 
husiness written during the year 
$2,878,148; gain in insurance in force, 
$869,530, The company loaned $72,000 
more’ on policies during the year than 
in 1922, but this percentage is less. Col 
lections have greatly improved in re- 
cent months.” 


Polley 
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HOLD MEETING JAN. 17 
ACT ON AMERICAN BANKERS 
Stockholders Informed of 50 Percent 


Impairment in Capital—Two Re- 
insurance Deals Up 


Under date of Jan 2 a notice to 
stockholders of the American Bankers 
ot Chicago has been sent out calling 
a meeting for Jan. 17. The new man 
agement, composed of the officers of 


the Cloverleaf Life & Casualty of Jack- 
sonville, Ll... frankly tells the stock 
holders that they have not, in the past, 
informed regarding the financial 
condition of their company, but that 
the incoming management hinds an im 
pairment ot “over 50 percent” of the 
capital stock. More explicitly, there is 
an impairment of $78,000 on a capital 
stock of $118,505 It stated in the 
circular that in the past over $900,000 
of surplus funds have been dissipated 
the previous management, The com 
pany's affairs have been at a stand 
still August, 1923, when the Illin 
ois dlepartment ordered it 
writing business 

new management 
task to pertorm 


been 


is 


by 


since 
Insurance 
to cease new 
rhe 


dous 


has a tremen 
in the rehabilita- 
of this company but is believed to 
be fully equal to the task President 
| Hi. Rowe the Cloverleaf Life & 
Casualty of the highest stand 
ne wm and social circles and 
Secretary R. \ 
Rowe and Treasurer C, Y. Rowe, while 
Vice-President ( \ an ex 
perienced hte equal 


tol 


ol 


Is a man 


business 


aided by his sons 


Goodale ts 


msurance man ot 

standing 
Twe Heinsurance Propositions 

will be 


at the 


[wo reinsurance propositions 
the stockholders 
meeting Jan, 17 One ol 
vse involves reinsurance of the Elgin 
Life of Elgin, Ill This company com 
menced business 1908 and has $104, 
102.95 capital, with a very small sur 
showing at the end of 1922 Its 
iorce at the end of 1922 was 
If the approval of American 
stockholders gained, stock 
that company will be offered to El 
gin Life stockholders and the business 
transferred to the Chicago company 

The other reinsurance proposition 
a proposed transfer of the monthly 
premium business of the American 
Bankers to the Cloverleaf Life & Cas 
ualty The latter company, which 
in most excellent financial condition, is 
in much better shape to handle monthly 
premium business than the American 
Bankers and at much less expense than 
it is possible to handle this business in 
the Chicago company. Any amount 
paid for this business will, of course, 
lessen the impairment of the American 
Bankers 


rought betore 


forthcoming 


+} 
t 


in 


plus 
business mn 
$1,115 
Bankers 


bab 
1s 


ol 


Is 


1s 


Figures Difficult to Obtain 
No figures are as yet available for 
the American Bankers for the year just 
closed but at the end of 1922 it re 
ported $17,875,176 in force, a sum 
which was probably lessened in 1923 


Exact information about the company’s 
affairs was exceedingly difficult to ob 


tain under its old management and an 
examination made by the Illinois de 
partment about a year ago has never 
been publicly reported on, The com- 
missioners of the other states which 
participated in this examination have 
stated that while they had no objec 
tion to the report being made public, 
courtesy to the Illinois department 


made it necessary to gain a release from 
the latter of the findings of the exam 
iners and this was not possible. 

If the cooperation of American Bank 
stockholders with the new man- 
agement of their company can be ob 
tained, there is a strong belief in insur- 
ance circles that the company can be 
put again on its feet and that it may in 
time gain a place among other com- 
panies in Chicago which have the con- 
fidence and patronage of the insuring 
public 


ers 
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Good Year Ahead 


WouHLGEMUTH, head of THE 


organization, at 


Epwarp J. 
NATIONAL UNDERWRITER 
the annual meeting of its field and office 
staff in Chicago last week predicted that 
1924 would be a banner year in all lines 
of insurance. Mr. WoHLGEMUTH 
dressed himself particularly to the out- 
He finds business 


ad- 


look of life insurance. 
in general on a stable basis. 

The insurance newspaper man is usu- 
keen observer of the times. The 
barometer 


ally a 
life 
ci general financial and commercial con- 
ditions. Mr. Won LcemutnH said that in 
the large cities most men are employed. 
When all people are at work and earn 
found. In 
improve- 


insurance business is a 


can be 
the 


ing prosperity 


the 


money, 


agricultural districts 


ment has not been material but there 
has been some improvement. 
Life insurance in 1924 should give a 


good account of itself. The people in 
general believe in its system of protec- 
found life insurance 
many personal and 
the the 
rich man as well as the poor man. The 
only a few dollars 
finds life insur- 
It is the only 
opportunity he has to surround his fam- 


They have 
to their 
needs. It is 


tion. 
applicable 
business friend of 


man who can pay 


per year for protection 


ance a good investment. 


ily with even a little protection, but it 
is good as far as it goes. 
With the outlook so promising life 


insurance agents should gird up their 
loins, go out into the field and conquer. 


Quick Impressions Formed 


In these busy days when men 


find that every moment at 
is extremely valuable they 
to form quick impressions and to reach 


very 
their offices 
have learned 
decision with alacrity. This is important 
for the life insurance salesman to appre- 
The 
willing to give a caller 


ciate. majority of men in their of 
ona 
caller 
The 
of his conversation is vital. 
the approach that the 


fices are 
serious mission a hearing, but the 
must make good in a few minutes. 
first minute 
In other words, 
salesman makes 
portant than it was in the past, 
business men have acquired the habit ot 


today is far more im- 


because 


measuring a man on the trigger so to 
peak. 
Big men who have many demands 


upon them reach a conclusion during the 
first minute or so as to whether a caller 
has anything of interest and whether his 


important cnough to permit 


Therefore, 


mission is 
to continue. 
in approaching men of this type needs 
hand, must 


him the agent 
to have his subject well in 


have a definite message and a program 
that will fit the case of the prospect ex 
will get nowhere. If there 


if there 


actly or he 
is any weakness in the approach, 
is a sign of incapacity or lack of mastery 
the 
insurance 


of a business, call is soon ended. 
Life 
are giving more and more study to what 


salesmen, therefore, 


Prospects from Policy Delivery 


Tue alert agent is using every legiti- 
mate opportunity to add to his prospect 
list He is looking for fresh material. 
Probably the 
good prospects comes from old policy- 
satisfied with what the 


Many 


delivery of 


most prolific source of 
holders who are 
agent has done for them agents 
effect the the 
to get additional names on their 
list. When a man has taken 


use to good 
policy 


prospect 


they say and how they say it, what they 
do and how they do it, during the first 
three minutes they are in the presence 
of a prospect. There must be some vital 
message presented and must be done 
in a spirited convincing, sincere man- 
ner. If any hesitancy appears, any tim 
idity or lack of control, then the case is 
gone. 

out a life insurance policy he feels a 


sense of pride. He is willing to talk 
about it a bit. The medical examina- 
tion brings out the names of brothers, 
sisters and parents that are living. In 
some cases the application calls for ref- 
erences. This is a most excellent field 
for insurance. Therefore every policy 
delivered should mean at least two or 


three more prospects on the list. 


Writing Additional Insurance 


Iy 1s much easier to write a man who 
carrying than the 
He has gone through the 
of the medical examination. 
He appreciates the value of life insur- 
He has had a taste of it. There- 
fore he is always a good prospect. The 


is already insurance 


new man. 


experience 


ance 





agent who cultivates him, keeps in touch 
with gets to 
and family needs appre- 
what life do for 
is sure to get additional applica- 
tions. Subsequent sales are easily 
complished. 


him, a man recognize his 


nancial and 


ciates insurance can 
him, 


ac- 





last 
Va., 


Some time 


Charleston, W. signed a contract 


to represent the Shenandoah Life, work- 
ing under the direction of the state 
agency of C. R. Morgan at Charleston. 
Mr. Gee had had no sales experience, 
but he set to work to dig out the under- 
lying principles of life insurance, and 
in the nine months since that time he 


has produced and delivered over $100,- 
000 of business. He is a_ full-time 
agent, and bids tair to become one ot 
the big producers of his company. 

The Association of Life Insurance 
Presidents was represented at the fu- 
neral of Frederick Frelinghuysen, late 
president of the Mutual Benetit Life, at 
the North Reformed Church, at New- 
ark, N. J., by the following committee: 
William BroSmith, vice-president, Trav- 
elers; Edward D. Duffield. president, 
Prudential; Haley Fiske, Metropolitan 
Life; George W. Smith, vice-president, 
New England Mutual Life: V. E. West- 
fall, vice-president, Equitable Life of 
New York. George T. Wight, manager 
of the association, and Job’ E, 
Hedges, its general counsel, were in 
attendance, 

Joseph H. Smith, district man- 
ager at Petersburg for the Atlantic 
Life, is president of the newly 
ized Virginia State Chamber cf Com- 
merce, having been elevated to the po- 
sition at the organization meeting in 
Richmond last week. He is also presi- 


cent of the Petersburg chamber. One 
of the vice-presidents of the state body 
is R. H. Angell of Roanoke, president 
of the Shenandoah Life. 


Sol Kreisman of the 
stein Agency of the Bankers Reserve 
Life claims to have written the first 
life insurance policy in St. Louis for 
1924. He sold a policy at 12:03 a. m. 
for a substantial sum to Harry E. 
James, secretary of the Hoyer Printing 
Company. Kreisman and James were 
guests at a New Year's party when 
Kreisman put across his insurance deal. 


Kreisman-Alber- 


M. L. Gregory, an agent of the Phil- 


adelphia Life at Charlotte, N. C.. is 
the proud possessor of a_ half dollar 
which was given to him as a birthday 
present by the late John Wanamaker, 
one of the most-heavily insured men in 
the world. It happened this way: Mr. 


Gregory was visiting Philadelphia with 
William M. Gordon, Philadelphia Life 
manager for the Carolinas, and he met 
Mr. Wanamaker. The latter mentioned 
that he was 83 vears old and Mr, Greg- 
ory, after complimenting the merchant 
on his youthful appearance, remarked 
that it was his own birthday. Where 
upon Mr. Wanamaker gave him a 
brand new half dollar as a remembrance, 
saying, “The United States mint 
new coins occasionally.’ 


sends 
us 


Donald H. Contes « of Dallas, Tex.. gen 
eral agent of the Southern Life & Trust, 
was married during the holidavs. Mr 


Coates was formerly oe with the 
“Insurance Field” in the business depart 
ment. 


insur- 
and 


Thomas B. Donaldson, former 
ance commissioner of Pennsylvania 
Pennsylvania In 


now president of the 

surance Federation, will address the 
Detroit Life Underwriters Association 
Feb. 4, on “Agency Qualifications.” He 
will explain the advisory hoard plan 
inaugurated in Pennsylvania. 

Stewart Anderson, whose fame as an 
after-dinner’ speaker is almost equal 
to his journalistic prowess, was the 
chief speaker at the annual meeting of 
all of the Kiwanis Clubs of Delaware, 
held at Seaford, Del 

Mr. Anderson is manager of the bur 
eau of field service of the Penn Mutual 
Life. His recent address on simplifi- 

{ cation of life policies, which was pub- 


April x E. Gee of | lished in 


| tual, 


organ- | 


| dent of the Central Life of 
| just undergone a major operation at the 





THE NATIONAL UNDERWRITER, 
| has created much favorable comment 
| and he is receiving inquiries from other 
companies regarding it. Rough drafts 
of new and simplified policies have al- 
ready been prepared for the Penn Mu- 
but will not be given out until 
finally approved, “Other companies are 
working along the same lines.” Mr. 
Anderson says. “They're all bound to 
come to it sooner or later.” 


Frank R. Demmerly, for many years 
secretary of the medical department of 
the State Life of Indiana, died at his 
home in Indianapolis Sunday. 


insurance department 
appointment of A. A. 
Neb. actuary of 
He is a graduate of 
the University of Toronto and is a fel- 
low, by examination of the Actuarial 
Society of America. He is also a fellow 
of the American Institute of Actuaries. 

Mr. Speers has been engaged in ac- 
tuarial work since graduation in 1909, 
being employed successively by the 
North American Life of Toronto, the 
Phoenix Mutual Life of Hartford, and 
the North American Life of Omaha. In 
the latter company he held the position 


The Michigan 
announces the 
Speers of Omaha, 
that department. 


as 


of actuary until March, 1923, when he 
became consulting actuary of the Ne- 
braska department. 

According to Commissioner L. T. 


Hands, he is the first actuary employed 
by the Michigan department to hold 
membership in the Actuarial Society of 
America and is believed to be the only 
actuary in Michigan who has passed all 
the examinations required for member- 
ship in that society 


Mrs. H. W. Johnson, wife of the presi- 


Illinois, has 


Brothers’ Clinic at Rochester, 


Mayo 
Judge Johnson reports that Mrs. 


Minn. 


| Johnson is out of danger and is doing 


very well. 

During December the agents of the 
Equitable Life of New York in Georgia 
inaugurated a campaign in honor of In- 


spector of Agencies C. C. Hazell. It 
extended three weeks and had as its 
objective $600,000 and a minimum of 
200 cases. The result was a total of 


$900,000. W. H. Butler was the leader 
who produced 13 cases for $176,750. E. 
M. Adams secured 20 applications for a 
total of $136,925. 


O. B. Jackman has taken his new po- 
sition as assistant general sales _man- 
ager of the Bankers Life of Des Moines. 


He has been regional sales manager for 
the company. He will assist general 
Sales Manager W. W. Jaeger. 


A. S. Ingersoll of Chicago, assistant 
to General Agent A. A. Drew of the 
Mutual Benetit Life, has been laid up at 
his home for two weeks with a sinus 
affection. It was first thought that he 
had pneumonia. 


P. J. V. McKian, who has been asso 


ciate editor of the “Insurance Post” at 
Chicago, has resigned as of Jan. 21, and 
will on that date become editor of the 
insurance denartment of the Chicago 
“Tournal of Commerce Mr. McKian 
is the veteran insurance journalist of 
Chicago. He was for many vears with 
the old “Argus” of Chicago. While the 
Chicaeo “Herald and Examiner” con 
ducted a daily insurance, Mr. McKian 
was its editor He has a wide ac 
auaintance among the insurance men of 
Chicago, has a decided “nose for news.’ 


and his connection with the Chicago 
“Tournal of Commerce” will undoubt 
edly do much to benefit that paper’s 
insurance circulation 

Thomas Scott. who has Ied the home 
office agency of the Penn Mutual Life 
so many times that he has probably lost 
count of them, heads the list of 1923 
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individual producers, with John Wil- 
liam Clegg second, followed by 19 
cthers whose paid-for business during 
the year each exceeded $200,000. 
Friends of Mr. Scott say that the se- 
cret of his success lies in his well-mod- 
ulated voice and all-round courtesy, in 
,ddition to persistent work and a com- 
prehensive filing list of prospects and 
cases insured. He was a salesman 
along other lines before entering life 
insurance. 

James F. Branigan, manager at Seat- 
tle for the Pacific Mutual Life, received 
considerable local publicity as a result 
of announcing that his company would 
present a fully paid up $1,000 life in- 
surance policy for a year to the first 
child born in Seattle in 1924. Ruth 
Jones, born at 12:15, won the policy. 
One Seattle paper, the “Star,” wrote an 
editorial calling attention to the need 
insurance for children. 


WEST COAST LIFE’S ACTION 


Company’s Business Has Gone Ahead 
Substantially Until a Larger Finan- 
cial Ballast Is Necessary 


SAN FRANCISCO, CAL., Jan. 9.— 
The West Coast Life directors have 
voted to increase the capital stock ot 
the v to $500,000 at once. This 
means that the company’s capital will be 
doubled by selling the new shares to the 
present stockholders at a price to allow 
an wddition of another $250,000 to sur 
plus account. 

President John A. Koster issued the 
following statement after the meting 
“During the past year the West Coast 
Life paid for nearly $20,000,000 new 
insurance and increased its insurancs 
force approvimately $15,000,000, This 
was the most successful year in the com- 
pany’s history by long odds ard we 
now entering a vear filled with equal 
promise. Our directors have felt for 
some time that the increase of capital 
stock is a step that should be taken 
order to keep pace with the company’s 
rapidly increasing business.” 

President Koster also stated that the 
assets now reach nine millons At the 
same meeting S. Waldo Coleman, prom 
inent capitalist and financier, was elected 
to fill the vacancy on the board caused 
by the death of L. P. Behrens. Chas. 
W. Helser, vice-president of the West 
Coast Life, was elected secretarv of the 
Union League Club of San Francisco at 
the annual meeting of that organiza 
tion Tuesday evening 


Sailstad Case Dismissed 


The postlude in the Edward J. Sail- 
stad case, which has held the interest 
of the northwest at intervals for three 
years, was played at Superior, Wis.. 
when Judge C. Z. Luse in federal court 
dismissed the verdict of the jury which 
Nov. 28 awarded Mrs. Leona Sailstad- 
Richardson $10,000 of the $70,000 life 
insurance carried by her husband. The 
case was pending in the United States 
court of appeals when Sailstad was 
found in California and was sent back 
to the trial court for final disposition 


Plan Illinois Federation Banquet 


The Insurance Federation of Illinois 
has sent out invitations for the annual 
meeting and banquet, to be held in Chi 
cago at the Hamilton Club Jan. 25. The 
speaker of the evening will be Clifford 
Ireland, director of trade and commerce 
in Illinois, and in addition there will 
be short talks by leaders in all branches 
of the insurance business. The seating 
capacity of the banquet hall is 800 and 
the federation officers believe that this 
will be quickly exhausted as several ot 
ficers have already over-subscribed their 
quota of reservations. 


H. A. Luther, agency secretary of the 
Aetna Life, left Jan, 3 for an extended 
visit to all agencies in the south 
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MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service te the Public 
Operates under the Famous ‘‘Registration Act’’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
A. B. HILL, President N. H. WALT, Vice-Pree. and Agency Director JAS. FAIRLIE, Vice-Pres. and Acteary DOR. J. R. NEAL, See. 














AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 





INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 














STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, supetior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $140,000,000.00 Assets over $6,008,000.06 
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income for life to permanent Acacia Agents. Real Home Office 
WILLIAM MONTGOMERY, ee tangy 





Homer Building Washington, D. C. 














OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 











Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 
Ra i a ao areca atcha wt a a hvala ..-$ 32,633,933.05 
SEE CEE ECT ECO ROCCE OEE CO CCRT TOP ETC 28,512,821.50 
PEP CLE TET TERT ECCT Ce 4,121,111.55 
I a a aie Gay dete latin a Gt 230,322,163.00 
RN sg ld ne ena ame 2,331,155.50 
Total Payments to Policyholders since Organization ip aeaeed 30,05 1,860.92 


JOHN G. WALKER, President 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


| gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSEiVES 
Reliance Life Insurance Company of Pittsburgh "*pi3,2:°* Pittsburgh, Pa, 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basi 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 
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©)The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE 
iS) ieee LATEST POLICIES AND AGENCY CONTRACT BUST WE 








Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 














LIFE AGENCY CHANGES | 














WILLIS IS BRANCH MANAGER 





Heads New Office Opened by Connecti- 
cut General Life in Chicago, First 
to Be Opened md Company 


W. W. Willis has been appointed man- 
ager of the new branch office of the 
Connecticut General in Chicago, which 
is to be opened this month, the first 
branch office to be opened by this com- 
pany in the country. The Connecticut 
General is planning to develop the Chi- 
cago district on a new basis and are thus 
reorganizing on a branch office basis. 
Mr. Willis has had experience 
branch office manager, having been with 





as a} 


agent for the company at Louisville. 
has been appointed state agent for Ken- 


tucky, succeeding Thad Peake. Mr. 
Bingham is a prominent Kentuckian 
and was a candiate for the office of in- 


commissioner. L. L. Monroe, 


surance 
formerly sales manager tor General 
Motors at Detroit, has been appointed 


state agent for Michigan. Colonel Lamb 


of Albuquerque, N. M., former Kansas 
City Life special agent, has been ap- 
pointed state agent in New Mexico. 
Mr. Lamb was at one time state organ- 
izer for the Occidental Accident. E 
Wills, general field supervisor of agents 
for the Bankers Reserve, has just re- 


turned from a field trip and reports the 





field organization in excellent shape. 
Great Northern Changes 

R. V. Fleig. who is now general agent 

|} of the Great Northern Life in Indiana, 

| has been transferred to state manager 


the Travelers seven years. He will take 
up the organization work in the new 
office at once. Offices have been secured | 
on the 20th floor of the new Illinois 
Merchants Bank building, which will be 
occupied Jan. 21 or possibly sooner. 
Mr, Willis is a comparatively young 





w. 


WwW. WILLIS 

man in the business, but has made an 
excellent record. His entire life insur- 
ance experience has been with the Trav- 
elers, starting seven years ago in their 
Chicago office. After one and one-half 
years in that office he was appointed 
state manager in Georgia, with head- 
quarters at Atlanta. About two years 
later he was transferred to Indiana as 
state manager 
dianapolis, from which post he now goes 
to take up the new work in Chicago for 


the Connecticut General. Prior to his 
life insurance work, Mr. Willis was in 
the banking business for nine years in 
southern Indiana, entering that work 
immediately after his graduation from 
college. 

Dr. H. C. Castor, who has been gen- 


eral agent for the company in Chicago 
for many years, will remain with the 
company as personal producer, 
his entire time over to the handling of 
his personal business. Dr. Castor has 
been prominent among Chicago life un- 
derwriters, having been president of the 
Chicago association and active in the 
affairs of the association for many years. 
During the war he was a major in the 
army. He has been the Connecticut 
General’s Chicago agent for many years, 
prior to that connection being with the 
Mutual Life of New York. He was orig- 
inally a medical examiner. From the 
medical side of the business he took up 
rate-book work, starting as an agent for 
the Mutual Life of New York and later 
going with the Cennecticut General as 
general agent. 


Bankers Reserve Changes 


‘The Bankers Reserve Life of Omaha 
has announced several field changes. C. 
H. Bingham, for two years. special 


| in Detroit, 


surance commissioner for Kentucky 
| new 


| organization 


for Colorado with headquarters in Den- 
ver. 


F. Wine, who has been acting as a 
general agent in Illinois, will be trans- 
ferred to be state manager in Indiana. 

H. A. Palmer, who has been an agent 


has been made 


Northern Peatnouts ot 


general agent 


of the Michigan 





c. H. Bingham 


The International Life of 
has applied for admission to Kentucky 
and has appointed C. H. Bingham to 
act its general agent in that stat 
Mr. Bingham has been deputy state in- 
and 
resigned, effective Jan. 1, to tak up his 
duties with the International Life. 
He is building up a sound general agency 
and the International Life 
expects other big things from Kentucky 


St. Louis 


- 


besides the Golden Jubilee running ot 
+ the Derby during 1924 
P. J. Crandall 
John M. Brander of Sioux Falls has 
been appointed by P. J. Crandail, South 


| ing jurisdiction over Indiana, 


with headquarters in In- | 


| record 


giving | 





Dakota state manager of the American 
Life, as manager of the southeast 
trict in South Dakota, with headquarters 
in Sioux Falls. Mr. Crandall has had 
no previous life insurance connection 
but has had a broad experience in busi- 
and educational work. 


Neal Takes in Partners 


Wim. EF. Neal, 
Union Central Life 


dis- 


ness 





general agent of the 
at Indianapolis hav- 
has taken 
into partnership L. B. Whitaker, E. C. 
MacGriffe and L. G. W right. Mr 
Whitaker and Mr. MacGriffe have been 
with the office for two years as life in- 
surance salesmen and have made a fine 
for personal production. Mr. 
Wright has been cashier and will con- 
tinue to have charge of office details. It 
is regarded that this new partnership 
will make a strong combination and will 
build up a good volume of business for 
the Union Central in Indiana. 


Atlantic Life Virginia Changes 


\. O. Swink, Virginia 
Atlantic Life, announces the ap- 
pointment of Capt. Charles G. Mont- 
gomery as district agent at Roanoke. 
Captain Montgomery is a former serv- 
man and is a veteran life insurance 
Prior to the war he was a 
Star producer for the National Life, 
’. S. A. Mr. Swink also announces 
the addition of A. Harrison Saunders 
to his staff at Richmond. Mr. Saun- 
ders gave up an official position with a 
successful firm of Richmond to enter 
the insurance business, believing that 
the latter offers greater possibilities 


manager for 
the 


ice 
salesman. 





John S. Marsh 


John S. Marsh, for several years assc- 
ciate general agent with Charles C. Dib- 
ble for the Northwestern Mutual in 
northeastern Ohio, has opened his new 
offices in the Rockefeller building in 
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Cleveland. He will have charge of the 
territory outside of Cuyahoga county, 
1 Mr. Debble has been appointed sole 
general agent for Cleveland and the county. 
e will contmue in the offices formerly 
occupied in the Leader building 


3. N. Becker 


Becker is now general agent for 
he Continental Life of St. Louis in 

Kansas City, succeeding George M. 
vder, who died recently 


IN 


W. W. Betsche 


William W. Betsche, who has been 
cashier of the Chicago office of the 
Home Life for a number of vears, has 
resigned that position in order to de 
vote all his time to field work for the 
company. 


S ¢. Hazell 


Charles C. Hazell, for 16 years in- 
spector of agencies for the Equitable 
Life of New York at Baltimore, has been | 
made agency manager tor Georgia 


Earl Ellis 


Earl Ellis has sold his interest in the | 
St. Louis general agency of the Inter- 
national Life to his partner, D. H.| 
Hughes, who will now manage the! 


} the Penn 


LIFE INSURANCE EDITION 


agency alone. Heretofore business has 
been conducted uader the name of Ellis 
& Hughes. Mr. Ellis will devote his 


whole time to writing personal business, | 


desiring to be relieved of the 
sibility of building up an agency 


respon- 


John H. Jenkins 


lohn H. Jenkins, who has been super- 
[ Wheeling, W. Va.., 
Washington, 


intendent of the 
office of the Equitable of 


D. C., for the past 21 years, has been 
appointed manager of the Cleveland of- | 
hice 
Life Agency Notes 
B. R. Myrant, who has been with the 


Indianapolis office of the 
Life for the past six months, has been 
appointed district agent at Bluffton, Ind 
The National Reserve Life of Topeka 
at Lincoln, Neb., William 
president of the company 
coln at the present time to 
ager 


R. Clyde 


Horley, 
being in 


vice- 
Lin- 


Krause, home office 
Mutual Life, has 
pointed office manager for Charles 8S 
Pryor, the company's general agent at 
Atlantic City, N. J Mr. Krause has been 
producing since 1919, before which time 
he was employed at the home 
the secretary's department for five years 
(except for two years in the United 
States Army) 
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| NEWS OF LOCAL ASSOCIATIONS | 








LOUGHRIDGE LINCOLN HEAD 


Association Holds Annual Election 


Following Sales Talk by W. 
E. Bilheimer. 


LINCOLN, NEB., Jan. 8—W. E 
Bilheimer was the headliner at the Jan- 
uary meeting of the Lincoln associa- 
tion. He staged several dramatic dem- 
onstrations of how to make an ap-| 
proach and how to close. He said for 
the past five years life agents had been 
fed a lot of theories devised by theorists 
how to sell prospects, and that 
all the insurance journals had backed 
the play. He derided the idea that col- 
lege men, who, he said, were the authors 
of these theories, could reach agents, 
from 60 to 75 percent of whom came 
trom that large army of 80 per cent of 
the boys in the grades who never got 
into high school. 

The largest attendance of the year 
greeted Mr. Bilheimer. Following his 
address the club elected the following 
officers: President, H. H. Loughridge: 
vice-president, Seth C. H. Taylor; sec- 
retary and treasurer, G. C. Hermeling: 
executive council, Charles M. Keefer, 
Leon M. Palmer and Orville A. An- 
drews. 

The club accepted the invitation of 
the Midwest Life to have W. B. Bur- 
ress, sales expert, talk to the club at a 
special meeting Jan. 15, at which time 
the Midwest holds its agency conven- 
tion. 


as to 





‘| the interest of 


The club expressed 
the services of President Keefer for his 
work during the past year and gave a 
vote of thanks to the Liberty Life for 
loaning Mr. Bilheimer for a brief talk 
It was decided to effect a closer 
cooperation with the insurance subdi- 
vision of the chamber of commerce in 
f proper legislation and 
adequate appropriations for the state 
insurance department. 

% ~ * 


also 


Los Angeles, Cal—E. PF. Perrine has 
been appointed executive secretary of the 
Los Angeles association and will immedi- 
ately begin an active campaign, in co- 
operation with President George w. 
Ayars, for the upbuilding of the organi- 
zation. 

Mr. Perrine, who is from Denver, has 

a wide experience, covering a period of 
20 years, in the field of life insurance 
salesmanship and a good record in or- 
ganization work He will also assist in 
promotion of the plans of the 
Angeles association for making the an- 
nual meeting of the National Convention 
of Life Underwriters, to be held here in 
July, a record breaker 
x * 
Pa.—The cooperation of 
the Philadelphia association through its 
university committee, Allan D. Wallis, 
of the Equitable of lowa, chairman, has 
resulted in the following schedule of 
home office speakers for meetings of the 
insurance class, which is being conducted 
by the Wharton School of the University 
of Pennsylvania under the active leader- 
ship of Professors Huebner and Hess 

“Principles of Law, Governing the 
Agency Relation”; - Russell Duane, of 


Los 


Philadelphia, 


appreciation ot 


Union Central | 


. is planning to open a branch office 
select a man- | 


agent of | 
been ap- | 


office in | 








CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 











HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
policies contain a valuable Disability clause and are guaranteed by State 
Endorsement. G00D CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas’ 








To Men Who Will Recognize 
an Opportunity: 


E are offering excellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. Communicate 
directly with 


The Ohio National Life Insurance Company 
The Company With A Big Sarplus 
CINCINNATI, OHIO 











Eureka Life Insurance Co. 
Of BALTIMORE, MD. B 
Incorporated mere Maryland, 1882 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President 


J. N. WARFIELD, Jr. -Treasurer 
J. BARRY MAHOOL, Vice-President 


, Secretary 
Dr. J. H. IGLEHART, Medical Director 








Established 
1902 


Sumner M. Cross 
President 
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Can You Fill This 
Position? 
The Company— 


A Mutual, Old Line, Legal Reserve Life Insurance 
Company with over $150,000,000 of insurance in 
force and over $10,000,000 of assets. 
of the remarkable progress being made by this com- 
pany is in the fact that in 1923 it made a net gain of 
insurance in force of approximately $30,000,000. 


The best proof 


The Position— 


In the Field Department at the Home Office—handling 
correspondence with the Field Force—preparing “pep” 
circulars—assisting in the editing of the monthly 
agents’ bulletin—and general supervisory duties. 


The Man— 


Must have had personal experience as a life insurance 
salesman. The preference will be given to a man who 
has also had experience as field supervisor or in Home 
Office work. An ambitious man between ages 30 and 
40 is preferred. Must have a clean record and be a 
real Go-Getter. 


If you have the necessary qualifications and are interested 
in a real proposition with a real future, address G-89, in 
care of the National Underwriter. 








WANTED 


General Agent for Nebraska 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 











Managers Wanted 


To carry out our organization program for 1924, 
we have openings for Managers at the following points: 


MINNEAPOLIS 
CINCINNATI 


The Company, one of the oldest and strongest 
in the East, has attractive propositions to offer high- 
caliber men who are qualified to organize productive 
Agencies in these different territories. 
selected to fill these vacancies will receive 100° 
operation and the utmost in Agency service. 

If you are interested in any of these opportunities 
address, with full particulars, G-71, care of The 
National Underwriter. 
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Duane, Morris & Hockscher, “Designation 


of Beneficiary when Insurance Is Used 


for the Family or Private Estate”; Mal- 
colm Adams, legal department, Penn Mu- 
tual Life, “Designation of Beneficiary 
When Insurance Is Used for Business”; 
Arthur Hunter, chief actuary, New York 
Life, “Insurance of Substandard Lives.” 

Home office officials who have already 
delivered lectures are: J. M. Laird, 
actuary, Connecticut General Life on 
“Paid-Up” Insurance”; M. Albert Linton, 
vice-president and associate actuary, 
Provident Mutual Life, “Endowment In- 
surance”; H. Gordon Hurd, associate ac- 
tuary, Fidelity Mutual Life, “Annuities.” 


* * 
Cleveland, O0.—Charles W. Scovet of 
the Northwestern Mutual agency in 


Pittsburgh will address the January 
meeting of the Cleveland association, 
Jan. 11. Mr. Scovel’s talk before the first 
Cleveland sales congress three years ago 
was so well liked that he was selected 
as speaker at the “common interest” 
meeting on “Life Insurance Trusts.” 

W. J. O'Neill, trust officer of the Union 
Trust Company, one of the largest in the 
country, will also speak. The trust offi- 
cers of all the banks in the city have 
been invited. 

x * 

St. Louis, Mo.—The St. Louis associa- 
tion will take a prominent part in the 
observance of Thrift Week, which 
begins Jan. 17. Thursday of that week 
will be known as “Life Insurance Day.” 
E. A. Pickel, secretary of the under- 
writers, is on the general publicity com- 
mittee in charge of the week, while M 
A. Nelson, president of the association, 
will be in charge of the program for the 
city wide observance of Life Insurance 
Day. 

Thrift Week came in for considerable 
discussion at the last meeting of the life 
underwriters, Dec. 22, and it was unani- 
mously voted to get behind the move- 
ment, 

* * * 


Oklahoma City, Okla.—The Oklahoma 
association devoted its attention at the 
last two meetings to working out details 
for the fifth annual sales congress, 
slated for Feb, 1, at the Huckins hotel, 
Oklahoma City. The principal speakers 
will be E. S. Albritton of Dallas, repre- 
sentative of the Minnesota Mutual in 
Texas, and W. E. Bilheimer of St. Louis. 
Preparations are being made for the ac- 
commodation of 400 guests. 

*x* * * 

Ada, Okla,—A branch of the Oklahoma 
Association of Life Underwriters has 
been established at Ada, with Robert 
Bradley of the Pacific Mutual, president, 
and O, J. Merritt of the Prudential, sec- 
retary and treasurer. Every company 
operating in Ada was represented and 
joined 100 percent. 

*K + ok 

Toledo, 0.—A life insurance salesman- 
ship course has been inaugurated by the 
Toledo Y. M. C. A., endorsed by the To- 
ledo association and directed by mem- 
bers of the association. The instructors 
in the school which the Y. M. C. A. will 
offer will be O. C. Norton, assistant man- 
ager of the Midland Mutual Life, and J. 
E. Alvord, general agent for the Na- 
tional Life of Vermont. A seven weeks 
course in salesmanship and insurance 
fundamentals will be given. 

ok * * 

Duluth, Minn.—President George Wil- 
son of the Duluth association has ap- 
pointed the new committees, announce- 
ment of the new appointments being 
made at last week's meeting. The ex- 
ecutive committee is composed of C. H. 
Giddings, last year's president, Thomas 


B. Lilliman and J. B, Ames, the latter | 


being a member of the National execu- 
tive committee. Chester Shaffer was ap- 
pointed chairman of the program com- 
mittee and Arthur C. Pearson, chairman 
of the publicity and legislative com- 
mittee Last week's meeting was de- 
voted to a discussion of installment op- 
tions on life insurance policies, particu- 
larly covering trust fund agreements. 
President Wilson will call a special eve- 
ning meeting, to be held later in Janu- 
ary 
* + + 


Wheeling, W. Va.—With the leading 
bankers and credit men of the city as 
their guests, the West Virginia associ- 
ation held a fine lunch meeting recently 
in Wheeling, being the first of the series 
outlined by the National Association 
The subject was “Life Insurance as a 
Credit Stabilizer’ and the subject was 
ably discussed by three prominent busi- 
ness men, H. C, Ogden, leading publisher 











Stephen M. Babbit 
President 


Hutchinson, Kansas 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














“THE COMPANY OF CO-OPERATION” | 


DES MOINES: 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7. Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA | 














R. AGENT! 

Do you care for QUALITY, not 

SIZE? Age, Sound Experience, 

Low Cost, a Splendid Record for 
70 years? 

Then why not take a General 

Agency inits HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
SfiCK! WRITE THE HOME OFFICE 
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of the state, B. W. Peterson, president 
of the Dollar Savings & Trust Co., the 
largest bank in the state, and W. B. Ir- 
vine, managing vice president of the Na- 
tional Bank of West Virginia, the oldest 
bank in the state. Each discussed differ- 
ent phases of the subject and were 
heartily enthusiastic over the service 
that life insurance rendered in stabiliz- 
ing bank and business credits generally 
About 100 men were in attendance and 
the meeting was presided over by John 
H. Jenkins, president of the association, 
who leaves next month to assume his 
new duties in Cleveland Appropriate 
resolutions were adopted recognizing his 
great services to the association and 
wishing him success in his new field 


x *x* * 
Sioux Falls, S. D., Jan. 8.—The South 
Dakota association of life underwriters, 
in cooperation with the insurance de- 


partment, has drawn up a new applica- 
tion form for state licenses, which is 
now in effect, not only for new appli- 
eants, but for renewals on all life un- 


derwriters’ licenses The new applica- 
tion is expected to work towards the re- 
duction of part time agents and act 
somewhat as an agency qualification 
measure. The South Dakota association 
has been at work on the proposition for 


over a year, having studied the forms 
of application used in 38 states With 
these other forms as a basis, a much 
longer form has been prepared, which 


enables the insurance department to care- 
fully review the experience and ability of 
the applicant. There are now 22 questions 
instead of nine as on the old application 
The new application gives the insurance 
commissioner intimate information 
about the agent's past record, business 
ability and professional attitude It is 
the intention of the associaion to con- 
tinue its cooperation with the insurance 
department and to formulate a definite 
policy to assist the insurance commis- 
sioner in carrying out to the fullest ad- 
vantage the intention of this application. 
One step already taken is to include with 
the application, an endorsement by an 
official or representative of the company 
with which the applicant is planning to 
connect himself 
x * * 


Fort Dodge, Ia.—The Fort Dodge asso- 





|} luncheon 
| ciation Jan. 17. 


LIFE 


ing last Saturday Cc, C. Hoskins, the 
new president, was snowbound in the 
northern part of lowa and therefore was 
unable to attend. A very interesting ad- 
dress was given by T. O. Heggen on 
“Life Insurance and Trust Companies” 
bringing out how well the life insurance 
and trust companies guarded and pro- 
tected the funds of the policyholders as 
well as the beneficiary from any 
loss or shrinkage in values 
x * * 

New Orleans, La.—The value of life and 
corporate insurance as business assets, 
the aid that insurance brings to banking 
and insurance as an investment, wer 
themes developed by R. S. Hecht, presi- 
dent of the Hibernia Bank & Trust Com- 
pany of New Orleans in an address be- 
fore the Life Underwriters Association 
of Louisiana and the Credit Men's 
clation 

The gathering 





possible 


Asso- 


was characterized as a 
“joint-interest-meeting” of members of 
both associations, for the purpose of 
bringing them closer together in the 
promotion of interests essential to both 
Frank S. Whitten, president of the un- 
derwriters’ association, was toastmaster 


G. G. Cobb, assistant secretary of the 
Credit Men's Association followed Mr 
Hecht with a short address 

* 


Philadelphia, Pa.—Brig.-Gen. S. D. But- 
ler, the new director of public safety of 
Philadelphia will l 
meeting of 
Frederick G 


speak at i specia 
Philadelphia 
Woodworth 


asso- 


| John Hancock, president of the associa 
tion, will preside James G. Bragg, gen- 
eral agent of the Union Central in New 
York City will speak on Increasing 
Your Batting Average 
* 7 * 

Chicago, 11.—The Chicago association 
will hold its annual sales congress next 
week a two-day conference being 
planned under the direction of W. E 
Bilheimer, St, Louis general agent for 
the National Life U. S A The sales 
congress will be held at the Hotel La 


| 


Salle on Monday and Tuesday. Mr. Bil- 
heimer will be the only speaker and will 
have the entire conference in charge. 
He has been directing sales congresses 
in various parts of the country with suc- 
cess and is not unknown to Chicago Life 
underwriters as he was a speaker at 


ciation held its regular monthly meet- | their December meeting. 
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SEVERAL PROMOTIONS MADE 
Prudential Announces the Advance- 
ment of Some of the Men in the 
Producing Ranks 





Agent Ross V. Stiverson of the Pru- 
dential at St. Joseph, Mo., has been pro- 
moted to the position of assistant super- 


intendent in that district 
Oswald C. Hefner, formerly an agent 
in the Cleveland No, 1 district, was re- 


cently advanced to the position of assist- 
ant superintendent in the same district 

In view of the work done by Alfred J 
Langenstein, Joseph P. Lee and Roce 
Cc, Peloso, as agents in the New York No. 
10 district, in both industrial and ordi- 
nary, as well as a fine condition of debit, 


they were advanced to the position of 
assistant superintendent in the New 
York 9%, 10 and 11 districts. 

The great stress laid on industrial 
debit conservation during the year just 
closed has had a most beneficial result 
on many agents’ accounts in the Cana- 
dian field. Among those meeting with 


outstanding success in this direction 
may be mentioned A. 
with arrears of 1 percent. 
same district close behind are J. 
bald and H. Alain with 2 percent each 
Agent T. J. Best of Peterborough has 
only 2 percent arrears, M. J. MacDonald 
of Winnipeg 3 percent, and J. O. Liesmer 
of Edmonton 4 percent FE. Lachance and 
T. Tremblay of Quebec have 5 percent 
arrears, making five agents in Quebec 
with 5 percent or less, truly a creditable 
showing 

The highest honors in industrial pro- 
duction for the full year of 1923, among 
all the assistant superintendent of Di- 
vision N, was won by Emmet W. Beach 
of the Washington, D. C., district He 
helped his agency staff build up the larg- 
est net increase made by any one as- 
sistancy. Victor H. Morgenroth of Bal- 
timore No. 1 district’ secured second 
Julian T. Smith was the leader 
line for the southern group 


Others in the 
Archi- 


honors, 


in the same 





Lachance of Quebec | 





of assistant superintendents of Divi 
sion N. 

A new district is opened at New Bruns- 
wick, N. J It comprises the latter place, 
which was formerly a detached office 
from the Plainfleld district Perth 
Amboy, formerly operated from Staten 
Island, N. Y., and Hightstown, N. J., from 


the Trenvon district. The superintendent 
is Lewis J. Hayes, who was transferred 
from the Dover, Del, district 


Western & Southern News 


Fred E. Francisco, division manager 
at the home office of the Western & 
Southern, was found dead in bed the 
other morning He was an old man in 


formerly been 
Prudential in 
with 


the insurance field having 
with the Metropolitan and 
the west. This was his second year 
the Western & Southern 


The annual meeting of the superin- 
tendent of the Western & Southern is to 
be held in Cincinnati, Jan. 10-12, termi- 


nating in a banquet Saturday A theater 
party will be given Thursday evening 


Pay Policy on Executed Slayer 


A dispatch from Lodi, Cal., states 
that the California State Life, through 
J. R. Kruse, vice president and general 
manager, announced that it would pay 
Mrs. Alex A. Kels $10,000 at her home 
in Lodi after her husband was executed 
at Folsom for the murder of Edward 


| Meservey, this being the amount of a 


policy in the California State Life if 
which she was named as the beneficiary 
by her husband. Kels sought to have 
the slain man’s body regarded as his 
own, so that his wife might collect the 
nsurance. It is also stated that the 


New York Life in December tendered 
Mrs. Kels $3,000, which she refused 
when the company announced it had 
cancelled a $55,000 policy held by her 


husband, 
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Continental Life Insurance Company — 


Wilmington, Delaware 


PHILIP BURNET, President 


SIXTEENTH ANNUAL STATEMENT 
December 31, 1923 


Admitted Assets, - - - - - - $6,191,324 


138° of liabilities 
Liabilities - 


Only 73°, of assets 


4,490,634 


(Capital, $732,580) 
(Surplus, 968,310) 


38°7, more than liabilities 


- 1,700,690 


Excess of Assets, 


12,098,371 


New Insurance, - - - - - - 
A gain of 34° 


47,426,811 


Insurance in Force, - - - - - 


Net increase 19°; 











| Nearly 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following | 


figures show its remarkable growth in the 
last ten years: 


Jan. 1.1913 Jan. 1, 1923 
Assets ..... $ 6,695,921 §$ 34,017,031 
Policies in Force... 432,711 1,403 546 
Insurance in Force 61,484,558 296,840,278 





Attractive opportunjtics open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance 
service, and a net cost that is notably low—these are 
three of the reasons why the name Massachusetts 
Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During 
the seventy-two years of the Company's history its 
policyholders have ever been its loyal friends and its 
enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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INDIANA ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY MISSOURI NEBRASKA 


SHIELD POLICIES _ 


Y Ordinary Life fmm 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presivent W.S. BEARDEN. Secy-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 


ARE YOU THE MAN 


for 


OHIC 


















ACCIDENT 
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Los Angeles 


San Francisco 
San Diego 


Sacramento Fresno 


The MINNESOTA MUTUAL plans 
on entering CALIFORNIA early in 
1924. We are looking for clean, big 
calibered General Agents. 





On Agency Matters Address 
O. J. LACY 


2nd Vice-President, in charge of Agencies 


The Minnesota Mutual Life Insurance Company 


Saint Paul, Minnesota 
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MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Catone 


Organization 
Methods 


Aéain Office: 40 Rector St., New York 

















H. A. HOPF AND COMPANY 














NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “‘Unique Manual- 
Digest” and “‘Little Gem,”’ Published Annually in May and April respectively. 


Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 











NEW PRUDENTIAL DIVIDENDS 





Plans for 1924 Returns to Industral Pol- 


icyholders Are Given, Showing 
Total of $18,950,000 





The Prudential has published its new 
dividend schedule 


for 1924, 


creases of from 5 to 10 percent over the 


1923 
form 
younger 
crease than the older. 
ule on the three principal policy forms 


is 














schedule, 
and age of 
ages 


policyholder, the 


The new 
as follows per $1,000: 
Whole Life 


Dividend 
























Issue Issue Issue Issue 
Prem, 1922 1921 1920 1919 
3 $ $ BS 
14.76 2.78 2.88 2.98 3.09 
15.04 2.84 2.94 3.04 3.16 
15.33 2.89 2.99 3.10 3.22 
15.64 2.93 3. 3. 3.27 
15.97 2.97 3. 3. 3.31 
16.31 3.01 3. 3.2 3.36 
16.67 3.05 3. 3 3.41 
17.04 3.10 2. 3 3.46 
17.43 3.13 3 3.4 3.51 
17.84 3.18 3.2 3. 3.57 
18.28 q 3. 3. 3.64 
18.73 q 3 3 3.72 
19.21 3.37 3. 3 3.86 
19.71 3.45 3. 3. 3.88 
20.24 3.52 3. 3. 3.97 
20.80 3.60 3. 3.§ 4.06 
21.39 3.68 3. 4, 4.16 
22.01 3.76 3.$ 4. 4.25 
22.67 3.84 4. 4 4.34 
23.36 3.92 4. 4.2 4.44 
24.09 4.00 4. 4. 4.54 
24.86 4.08 4.2 4. 4.62 
25.68 4.16 4.3 4. 4.73 
26.55 4.24 4. 4. 4.82 
27.46 4.32 4. 4. 4.91 
28.44 4.40 4.5 4. 5.01 
29.47 4.49 4. 4.§ 5.11 
30.57 4.57 4. 5. 5.22 
31.74 4.66 4. 5.08 5.32 
32.98 4.75 4.5 5.2 5.43 
34.30 4.85 5. 5.31 5.55 
35.71 4.95 5. 5.43 5.67 
37.21 5.05 5.3 5.55 5. 
38.81 5.17 5.41 5.67 5.$ 
40.51 5.29 5.54 5.82 6. 
42.33 5.43 5.69 5.97 6. 
44.27 5.58 5.85 6.14 6. 
46.33 5.75 6.02 6.32 6. 
48.54 5.92 6.21 6.52 6 
89 6.12 6.42 6.74 
53. 6.35 6.66 6.99 
6.60 6.93 7.27 
93 6.87 7.22 7.57 
of 7.17 7.52 7.89 
15.26 7.47 7.86 8.24 
58.76 7.81 8.21 8.61 
2.5 8.16 8.57 9.00 
4 8.53 8.95 9.39 
. 8.89 9.34 9.80 
5. 9.26 9.73 10.20 
90.33 9.63 10.12 10.61 
95.6 10.00 10.51 11.02 
20 Payment Life 
—Dividend———_, 
Issue Issue Issue Issue 
1922 1921 1920 ’ 
$ 3 3 
22.5 3.44 3.55 3.74 q 
22. 3.49 3.6 3.80 3. 
© Baca 3.53 3.68 3.85 4.03 
23.5 3.56 3.7 3.90 4.08 
23.$ 3.61 3. 3.94 4.12 
24.3 3.65 3.{ 3.99 4.17 
24. 3.69 3. 4.04 4.22 
25. 3.74 3.§ 4.09 4.28 
26.5 3.79 3.$ 4.15 4.34 
26. 3.85 4.0% 4.21 4.40 
26. 3.91 4.058 4.28 4.47 
26.5 3.98 4. 4.35 4.55 
27. 4.05 4. 4.43 4.64 
27.98 4.13 4. 4.51 4.71 
28.54 4.20 4. 4.59 4.81 
rr 29.11 4.28 4. 4.68 4.90 
sonane 29.71 4.36 4 4.77 4.99 
30.33 4.44 4. 4.86 5.08 
30.98 4.51 4. 4.93 5.18 
31.65 4.59 4 5.02 5.27 
ee ee 32.36 4.67 4 5.11 5.36 
0 ice 33.10 4.75 4.$ 5.20 5.45 
swaee em 33.88 4.82 5.08 5.28 5.54 
é¢nnee 34.69 4.89 5.12 5.37 5.63 
35.55 4.96 §.2 5.45 5.72 
36.45 5.04 5.2 5.54 5.81 
is enwe 37.39 5.12 5.38 5.63 5.91 
38.39 5.21 5.46 5.72 6.00 
39.44 5.28 5.55 5.81 6.09 
.55 5.37 5.64 5.91 6.19 
042 5.46 5.74 6.01 6.30 
2.97 5.56 5.84 6.12 6.42 
.29 5.66 5.95 6.24 6.54 
5.70 5.76 6.06 6.36 6.67 
19 5.88 6.19 6.49 6.81 
.78 6.01 6.32 6.63 6.96 
coco aE 6.15 6.47 6.7 7.12 
tieewere 52.27 6.30 6.62 6.5 7.29 
19 6.45 6.79 7. 7.47 








being given a greater in- | 


showing in- | 


depending on the policy | 








56.25 6.63 7.32 7.68 
58.45 6.83 7.54 7.91 
60.81 7.05 7.78 8.16 
63.33 7.29 8.05 8.44 
66.04 7.55 8.33 8.74 
ceaneud 68.96 7.83 8.64 9.06 
reacues 72.10 8.14 .5i 8.98 9.42 
seen 75.48 8.47 8.90 9.35 9.80 





FOR RENT 


7000 feet, or will divide, a very desirable 
office space in Terminal Bldg., Wilson and 
Clifton Ave., 100 feet west of new Uptown 
Station, in the famous Wilson Ave. district. 
An unusual opportunity for advertising 
purposes, as many thousands of people 
pass this building daily. 


John E. Edmunds Co. 
3915 Sheridan Road 


Buckingham 2010-11-12 











This 
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—and, if you can qualify, it will be 
the biggest step forward in your 
entire career. 

We want you to take charge of our 
general agency at Peoria, Illinois; 
to cash in on the immense oppor- 
tunity which this rapidly growing, 
prosperous city presents. It will 
take a big man to swing it. 

You must be a producer with a real record; an or- 
ganizer of men and a good mixer Your social 
position must be high, your accumulated assets 
at least $25,000 and your earning capacity from 
$12,000 to $25,000 per year 

If you can meet these requirements, you 
get this unusual opportunity and our 
whole-hearted co-operation. You will re- 
ceive a contract direct with the home 
office, a liberal first year commission, a 
renewal commission, a collection fee, an 
office allowance and a_ business-develop- 
ment allowance. 

This, with one of the dominant old line 
life insurance companies, whose ratio of 
assets to liabilities is greater than that of 
any other large company in the same field, 
and whose percentage of rejections is one of 
the lowest. 

Write us today; see if you can qualify. 
Address Peoria, c/o this paper. 

NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 











HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows 

Premiums received during the year 1922.$ 1,369,835 

Payments to Policyholders and their 
beneficiaries in Death Claims, Endow- 


ments, Dividends, Etc 5,400,769 
Amount added to the Insurance Reserve 

De.  esnaenes 2.206.762 

Net Interest Income from Investment. 2,110,922 


($722,352 in 
required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. 
Insurance in Force..... 
GS EE ecsecncevccescccscscss 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


excess of the amount 


232,163,052 
46,253,715 


HOYT W. GALE 
General Manager for Northern Ohie 
228-233 Leader-News Building 
CLEVELAND, OHIO 
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Dividend—— 





















Issue Issue Issue Issue 
Age Prem. 922 1921 1920 1919 
$ $ 3 ? 
GR swccce Gee 8.83 9.27 9.74 10.21 
«Res 83.06 9. >1 9.66 10.16 10.66 
“4 . 87.30 9.61 10.08 10.59 11.12 
65 svaese De 10.04 10.53 11.06 11.60 
66 96.86 10.49 11.01 11.56 12.10 
20-Year Endowment 
—Dividend— —, 
Issue Issue Issue Issue 
Age Prem 1922 1921 1920 1919 
$ 3 $ 
lo 44.08 5.66 5.96 6.28 
| Serer 44.14 5.66 5.96 6.28 
es eeondee 44.20 5.67 5.97 6.29 
| PTT 44.26 5.67 5.97 6.29 
19 44.33 5.68 5.98 6.30 
= 44.40 5.69 5.99 6.31 
23 44.48 5.72 6.02 6.35 
22 44.56 5.76 6.06 6.39 
23.. 44.65 5.80 6.11 6.43 
24 44.74 > 5.84 6.1 6.48 
25. 44.84 5,59 5.89 6.20 6.53 
26 . 44.95 5.64 5.94 6.2 6.58 
27 45.06 5.69 5.98 6.; 6.63 
ad Ge leds aie 45.19 5.73 6.04 6.35 6.69 
29 45.32 5.78 6.09 6.40 6.73 
0 45.46 5.82 6.13 6.44 6.78 
$1 45.62 5.86 6.17 6.48 6.82 
2 45.80 5.89 6.21 6.52 6.87 
33 45.98 5.93 6.24 6.57 6.89 
4 46 5.96 6.27 6.60 6.93 
35 ».99 6.31 6.64 697 
$6 6.02 6.35 6.68 7.01 
37 6.02 6.38 6.71 7.05 
38. 6.09 6.42 6.75 7.09 
39 6.13 6.45 6.78 7.13 
10 6.16 6.49 6.82 7.17 
$1 6.20 6.52 6.86 7.21 
42 6.23 6.56 6.90 7.25 
43 6.27 6.60 6.94 7.30 
44 6.31 6.64 6.99 7.34 
$5 6.36 6.69 7.04 7.40 
16 6.42 6.75 7.10 7.47 
$7 6.48 6.82 7.17 7.54 
48. 6.55 6.89 7.24 7.63 
49. 6.64 6.98 7.34 7.72 
50 3.73 7.08 7.44 7.83 
51 7.19 7.56 7.96 
— 7.32 7.69 8.10 
53 7.46 7.86 8.26 
54 7.63 8.04 8.44 
55. 7.83 8.24 8.64 
Dicscaete 4 67 8.06 8.48 8.91 
al a. ae re 66.39 4.92 8.31 8.75 9.20 
—E 68.72 8.18 8.60 9.03 9.51 
ee 71.28 8.47 8.91 9.35 9.83 
Te 74.09 8.78 9.23 9.59 10.17 
61 77.16 9.11 9.57 10.05 10.57 
62 80.52 9.45 9.93 10.43 10.97 
63 84.20 9.80 10.29 10.81 11.37 
64 88.22 10.15 10.66 11.19 11.76 
65 92.61 10.50 11.0 11.57 12.1 
6 ..-- 97.40 10.85 11.40 11.95 12.52 
The Prudential has announced its div- 


idend plan for the industrial department 
for the new year. The total dividend 
allotment for 1924 amounts to $18,950,- 
greatest sum ever dis- 


000, said to be the 

tributed to policyholders in a_ single 
year by any industrial company. The 
new dividend arrangement calls for the 


standard as used last vear. There 
rearrangements but dividends 
scale as for 


same 
are some 


- 
are generally on the sam« 


last year. Details of the new arrange 
ments are briefly 

Policies issued between April 1915, 
and Dec. 31, 1918, the holders of which 
have not requested the change in divi- 
dend system will receive dividends by 
way of credit on the premium receipt 
book 

Five-year cash dividends will be paid 
in 1924 on premium-paying whole life 
policies issued in 1889 and 1904. These 
dividends are equivalent to 20 weeks’ 
premiums on the issue of 1899 and 15 
weeks’ premiums on the issue of 1904 
and must be paid in cash if the policy- 


but may be credited on 
book if the policy- 


holder so desires, 
the premium receipt 
holder agrees. 
Special adult policies issued as 
ticipating in 1894 are entitled to a 
dividend addition on reaching their 


par- 
6th 
30th 


anniversaries in 1924. The addition will 
be one percent of the face value of the 
policy. 


On regular premium-paying whole life 
policies (not including special industrial 
or special adult policies) issued prior to 
1897, paid-up one-year term additions, as 
allowed last year, effective Dec. 30, 1923, 
provide a further addition to the claim 
in event of death within one year from 
the above date. On these policies issued 
during the years 1897 to 1906, inclusive, 
liberal additional benefits will be paid in 


event of death during the year 1924. 

On regular life policies issued prior to 
1907 made paid-up at age 75 by conces- 
sion of the company, in event of death 
during 1924, additional benefits will be 


paid unless the premiums waived under 
the concession (counting only full years) 
equal or exceed the additional benefits 
the policies would have received as pre- 
mium-paying policies 

Holders of policies issued prior to 1907, 
under which the insured attain age 75 
during 1924, will thereafter be relieved 
from all future premiums upon endorse- 





ment of the policy. Policies issued after 
1907 provide by their terms for pre- 
miums ceasing not later than age 75 or 
age 70. 


PHOENIX MUTUAL’S SCHEDULE | 


New Dividends Announced, Showing 
Average Increase of 5 Percent, Par- 
ticularly Benefiting Younger Ages 





The Phoenix Mutual Life has pub- 
lished its new dividend schedule for 1924, 
payable for the last six months of the 
year on 3 percent reserve policies issued 
since January, 1901, and on 3% percent 
reserve policies issued since July, 1921. 
The new dividend scale shows an aver- 
age increase of 5 percent, the 
varying with form of policy and age of 
policyholder. There is a general read- 
justment for the benefit of younger ages, 
in line with the program of many life 
companies. The improved mortality on 
younger ages has enabled the company 
to increase the dividend for the younger 
ages more than for older ages. 
increase in the dividend gives the 
Phoenix Mutual a still lower net cost 
than it has been enjoying. It is a con- 
servative increase, but the third con- 
ponive increase of equal or greater size. 
The 5th, 10th and 20th dividend on 


increase | 


This | 








MUTUAL TRUST 


LIFE INSURANCE COMPANY 


of Chicago 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 





New Home Office Address: 
THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 





























©. Cc. L. BUILDING 


dren on variety 


on the Ordinary, 
Premium plan. 


district. 





THE OLD COLONY LIFE 
INSURANCE COMPANY 


The Company has its Home Office in its own building Bk 
at 166 W. Jackson Blvd. running through to Quincy and JACKSON BOUL. 
Wells Street, right in the heart of Chicago’s Financial 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Chil- 


of Life and Endowment plans, thus 


enabling parents to buy all of the Family’s insurance 


i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i.e. less 
work for nothing. 


l 
ADAMS ST. 
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a ; — 
principal policy forms per $1,000 are as -Dividends——_, 
follows: | 4 :y 3 — — 
| t 
THE MUTUAL LIFE neta | Bs | 
2. 
-— Dividends —_, 6. 
Age a - . . # — 6. 
6 
° ® 70 q 7 5.17 
The Mutual Life Insurance Company of New York has a SB ----00 OR SS SORE Xt: 
record of EIGHTY YEARS of prosperous and successful busi- + yy i ee mee x 6.$ 31 
. Pa ae 6h lL . o. » he vo o. ae 2 
ness. It has passed through panics, pestilence and wars un- cecess 17.16 3.92 4.19 4.59 5.36 7.3 ¢ ‘24° 1 
. 9 7.52 27 5.42 7 . +i 
harmed, and to-day, as a result of eight decades of endeavor, Po---cone BERR SS 6SGs Cee Bas ‘- ie eer 
offers financial strength, reputation, magnitude, leadership, and 33. - 18.30 4.12 oes 48s SSC 8. 96 10.61 1: 
. . . Pe ee -f ° We we 0.6 .29 9.43 3 52? 
life insurance service. etiemesets 19.18 428 4.62 5.12 5.73 8.56 9.91 eH Het 
Si 19.63 4.35 4.71 5.23 5.82 9.02 10.48 12.26 15.74 
ideri ife i | eer 20.12 4.43 «4.81 5.28 5.91 9.52 10.99 1288 1640 
Those considering life insurance as —— Eee 20.64 4.53 4.92 5.33 6.02 10.06 11.59 13.5 7 7 
a profession are invited to apply to Be care 21.18 4.63 5.03 5.39 6.14 10.64 12.23 14.23 17.85 ’ 
7 21.75 4.73 5.15 5.46 6.26 11.26 12.91 14.98 18.6 
De cencae 22.35 4.83 28 5.53 6.38 11.93 13.65 15.77 19.5 
+ eee 22.98 4.94 2 5.60 6.51 12.65 14.42 16.60 2 } 
e Mutual Life Insurance Company ||: B3'65 075.39 5.69 6.85 iha1 1o28 Ins 3 . 
BOccccece «4.09 a.e 40 a. >. 4 > b.15 g 49 » 
ae ess 25.09 5.33 5.52 5.88 6.93 i3 if 13 it + ‘3 3: 
of New York ie aw 25.88 5.38 5.60 5.99 7.07 } F Ts ee 
ee 96.72 5.45 5.69 6.11 7.22 Pay 31% ¢; 
 raete 27.59 5.51 5.78 6.23 7.49 7 Sa Wh) 
34 Nassau Street, New York ables: e289 «BRS O36 7.77 | am Dividends am 
aetapeRee 29.51 5.68 5.99 6.51 8.07 |Age Prem. Ist 5th 10th 20th 
: eet 30.55 5.77 6.11 6.66 838 /__ $ $ $ $ ; 
Ds iain 23.59 3.69 4.19 4.95 6.98 
es 6eeee 23.95 3.74 4.26 5.04 7.05 
ED ic ewes 24.30 3.79 4.32 5.11 7.12 
| ae 24.69 3.86 4.40 5.21 7.21 
eee 25.08 3.91 4.47 5.30 ] 
Fee 25.49 3.98 4.55 5.29 7.37 
hapa s 25.92 4.04 4.62 5.49 7 } 
eo Bes cascee: Me 4.11 4.71 5.60 E 
epee 26.82 4.19 4.80 65.71 f 
ockford Life Insurance Co. |) 3) 3 | 
a choir akier ati 27.80 4.34 4.98 5.94 7.90 4 
Sa 28.32 4.43 5.09 6.00 8.02 - 
ze ieee ad 28.86 4.52 5.20 6.06 8.16 
° ° . Sie ée0ees 29.43 4.62 5.31 6.13 8.30 
Francis L. Brown, Secretary and Manager Rockford, Illinois ee Sool 472 543 20 Ras 
| aah 30.62 82 5.56 27 «8.6 
| eee 31.27 4.94 5.62 6.37 8.76 
Sarees 31.93 5.05 5.67 6.45 8.92 
BO ipcia nin 32.62 5.18 5.74 6.55 9.09 
ccd 33.35 5.31 5.81 6.65 9.26 
T | Re 34.12 5.37 5.89 6.76 9.44 
II INOIS pies 34.92 5.43 5.98 6.88 9.62 
au | epee 35.75 5.50 6.07 7.02 ‘ 
‘is 2 Rae 36.63 5 6.17 7.15 
. ) eee 37.55 5. 6.28 7.29 
Territory open in: INDIANA Hoc dase REG ER 
| eedriee 39.545. 6.53 7.61 
IOWA aes 40.63 5.5 6.68 7.78 
| ebiala sie 41.77 6. 6.83 7.96 
Bd aa 4297 6. 6.99 8.13 ' 
. ee 44.25 6.5 7.17 8.32 ' 
| * Sepepanenes 45.59 6.5 7.34 8.50 
) 47.03 6. 7.54 8.83 
as a dry acta 48.56 6.5 7.74 9.18 
Reha 50.18 7.10 7.95 9.54 
20 Year Endowment (3%) 
— — Dividends 
lst 5th 10th 
$ = $ 
| 3.66 4.94 6.86 
| 3.71 5.00 6.92 
| 3.76 5.05 6.97 
3.83 5.12 7.04 
3.89 5.18 7.10 
e 3.95 5.24 7.16 
nce a Policyholder ‘ee 
— 4.09 5.38 7.30 
417 5.46 7.38 
4.24 5.53 7.46 
] 4.3 5.61 7.53 
4.40 5.70 7.57 
Always a Prospect Bok 
bd 4.55 5.89 7.65 
4.65 6.00 7.70 
4.8 6.11 7.75 
7 4! 6.15 7.81 
* 5.03 6.20 7.87 
a m a eR 7.56 5 6.26 7.94 
: a« Se 5.3 6.32 8.01 ’ 
DR acti ai 48.11 5.: 6.38 8.08 
Equal Benefits to All ees 4842 5.42 646 817 
° ae | oes 48.76 5 6.54 8.26 
Special Privileges to None cscs, 49.14 557 663 837 
139....... 49.54 5.6 6.72 8.47 
— —_ ibaeRtitie 50.00 5 6.83 8.59 : 
| Beha 50.49 5 6.94 8.71 
| eee 51.04 5 7.06 8.83 ' 
eee 51.64 6. 7.20 8.96 i 
> Upeeaieeage 52.32 6. 7.35 9.10 
pap 53.06 6. 7.50 9.25 
146 53.87 6 7.67 9.39 
Mp 54.78 6. 7.84 9.66 
148 55.78 6 8.03 9.95 
| Se 56.89 2 8.22 10.25 
° SRS 58.10 7 8.42 10.58 
| eer 59.45 8.63 10.94 
152. 60.91 9.00 11.31 
The 53 tS tan 62 538.03) 9.40 11.72 
Deocceccos 54.30 8.28 9.82 12.15 
Policyholders’ _ 7 ae 66.26 8.56 10.28 12.62 
Ps tT 
C. AK = mn | Endowment at 60 (3%) 
ompany fs Re, >) 
“ v | ——— Dividends ———, 
\ j Age Prem, Ist 5th 10th 20th 
$ $ $ 
) =a 19.37 3.70 4.05 4.58 5.99 
= | eer: 19.87 3.74 4.1 4.66 6.08 
117 20.41 3.80 4.19 4.77 6.19 
a 20.97 3.86 4.27 4.88 6.31 
Se 21.56 3.91 4.35 4.98 6.43 
2. oe 3.98 4.43 5.10 6.57 
THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY gi------ 30e ot GS OG Se 
94 24 29 9 | 5.49 7.0 
MILWAUKEE, WISCONSIN soe--7:7: S893 23) bee bes Tia 
25....... 25.97 4.35 493 5.79 7.44 
26 26.88 4.43 5.04 5.87 7.65 
27 97.85 4.52 5.16 5.97 7.90 
Me ssenane 28.88 4.62 5.30 6.08 8.16 
i ae a 29999 4.72 5.43 6.20 8.44 
Rei 31.17 4.82 5.58 6.32 8.74 
l« 945 € 5 ee 4 4 HR 
————— a 3} 6} ee ee ee ee 31....... 32.45 494 5.66 648 9.08 
= ————— — —— = = = (CONTINUED ON PAGE 24) 
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MODERN BUSINESS GETTING METHODS 








Suggestions for Rate Book Carrier 
Are Given by W. E. Bilheimer in Talk 


Before Annual Omaha Sales Congress 


N enthusiastic and profitable sales 
congress, under the auspices of 
the Omaha Life Underwriterse 


\ssociation, was held in Omaha last 
week, about 300 life insurance managers, 
general agents and solicitors, including 
a good representation from various 


points in the state, being present rhe 
session was in charge of W. E. Bil- 
heimer, St. Louis manager for the Na- 
tional Life, U. S. A ° 


A surgeon usually has the nurse pre- 
pare his patient for the operation, but 
Mr. Bilheimer set the men to tuning 
themselves up, while he took off his 
coat, vest, collar and tie, rolled under 
his neckband, rolled his sleeves up and 
was ready to start in with the school 
instructions. After ascertaining that his 
audience contained insurance men of 
over 25 vears experience as well as those 
who have been in the business less than 
a month, and that he had also before 
him workers in city and country terri 
tory, he outlined the basis of rate and 
the principle of legal reserve life insur- 
ance, as a fundamental for every 
surance solicitor, stating that there were 


too few who understood and that he 
had himself been years in the business | 
before he knew just how basic rates 
were arrived at 
Great Trouble Is Lack 

of Concentrated Work 

Mr. Bilheimer ridiculed in detail the 
overworked system of prospects and 


prospect cards, asserting that the time 
spent and the mental activity with ref- 
erence to prospects was the cause of a 
tremendous waste and kept a man’s pro- 
duction way below what it might be if h« 
worked faithfully on material inde- 
pendent of selecting and perfecting all 
the detail with reference to specific in- 
dividual prospects 

He spoke of the agents, who were 
raising the question of part time men, 
and explosively pointed out that all life 
insurance men were part time men and 
one of the greatest difficulties of the 
business was that few, if any, agents 
worked full time. 

Mr. Bilheimer seemed to exhibit some 
thing of a peeve against the college 
education of men along the line of sales- 
manship and life insurance salesmanship, 
and emphasized his belief in the pos- 
session and use of good common ordi- 
nary horse sense as more valuable than 
any theoretical ideas of psychological 
methods and similar plans and stated 
that 95 per cent of life insurance written 
in this country was written by men who 
came from 80 per cent of the population, 
who never had a chance at college edu- 


cation and most of whom never even 
entered high school He brought up 
emphatically the very salient idea that 


the way to get money with the applica- 
tion was to ask for it 


Gives Methods for 
Handling Objections 


Discussing the method of meeting ob- 
jections, Mr. Bilheimer gave his defini- 
tion of salesmanshi as common sense in 
action and advocated as the real selling 
power the constant use of good, plain 
old common horse sense. While he said 
that he had been able to answer objec 
tions and felt that they could invariably 
answered, he felt the tendency 
trying to argue against objections 
aroused nothing but combativeness in 
the prospect and that the beter way was 
to ignore or run by the objection. For 
instance, to a man who said “My wife 
objects’, he illustrated by a demonstra 
tion of questioning the prospect to 
whether or not he had ever come home 


be 


as 


life in- 


of | 


tired, worried and troubled, was met by 
the wife at the door, evaded her inquiry 
as to what was the matter, and that 
after the supper was over and the chil- 
dren in bed, her loving sympathetic 
query to what was the trouble, he 
had her assurance that they had always 
gotten by and that she was willing to 
do her part, that they might, and surely 
would, come out all right in whatever 
the circumstances chanced to be, there- 
by, as he stated, getting his mind away 
from the objection and his thoughts in 
line of how much his wife really meant 
to him and the feeling that he wanted 
to do for her what he could, leaving him 
in a frame of mind where a proposition 
of protection for her would meet with 
ready acceptance. 

To meet the objection of a man who 
said he could make more on his money, 
to ask him, for instance, what rate of 
profit he could make and on being told 
24 per cent, then ask what he would 
have to pay for money at the bank, 
answer 6 per cent, the difference being 
18 per cent. This 18 per cent, Mr. 
Bilheimer said, was what he proposed 
to insure the man, that 18 per cent rep- 
resenting his brain and ability to make 
on his capital 

In the Thursday afternoon session 
Mr. Bilheimer, under the subject of 
“The Greatest Sale in the World” an 
nounced that the greatest sale in the 
world was when a man sold himself to 


as 


LJ 
: himself. He asserted that no man knew 
what his full capacity was; that all too 
often he thought he was at the end of 
his ability until or 
threatened danger to a 


catastrophe, 
loved one 


some 


some 


put in him a physical strength of which 
he would a moment before have denied 
possession He stated that if he were 


threaten and in a to 
carry out a threat of hanging a man at 
the end of the week if he had not pro 
| duced a certain definite amount of | 
ness, that the man would produce it 
| deplored the idea that it was ne 


able to position 


usi 
H« 


essary 


to make a man feel that he would be 
hung to get him to write business. He 
| pointed out the great tendency of men 


| to be what he called monument builders, 
representing themselves all right 


as 


| except that they had a violent temper, 
| or that they were sensitive, or that they 

| would not work under certain condi- 
| tions They were constantly building 


| littke monuments and putting iron fences 
| around in reference to these admitted 
| weak points in their characters, and 
| especially injuring their productive abil 
itv, if not entirely ruining it He em- 
phasized the value of knowing yourself 
and being independent, pointing out the 
danger of too much independence as a 
result of just plain ignorance. He em 
phasized anew the idea that a man can 
go dead on any level. He said that there 
were more men going dead on $100,- 
000 level than there was any occasion 
for A good many went dead on the 
$200,000 level, some on the half million 
level Agencies had gone dead on the 
one million, two million or five million 
level. He said, ‘You cannot stand still, 


you are either slipping back or going 


SHOULD WOMEN INSURE THEIR LIVES? | 


FIRM and positive answer to the 
question, “Should Women Insure 
Their rE given by Miss 


Lives 1s 
Olmstead, manager of the 
women’s department of the Farmers 
National Lite in Chicago. Miss Olm 
stead comments on this as tollows 

“The question of the insurance 
of women is one of comparatively recent 
development, due to the increasing 1m- 
portance of their activities and new 
position in the economic world 

“Until quite recently women have paid 


Mabel D. 


needs 


little attention to life imsurance as an 
element in their own lives, due un- 
doubtedly to the fact that life insurance 
companies considered women a greater 
risk than men, and higher rates were 
demanded Today the leading companies 
write policies for women at the same 
rate as for men, making no distinction 


whatever. To the woman who is de 
pendent upon her own exertions for a 
i children or others 
depending upon her, the question of life 
insurance protection is usually worth 
while, since it affects so many thousands 


living or who has 


of women 
- "OR the education of her children 

the woman today recognizes life 
insurance especially worthy of, her 


serious thought, particularly if she be a 
widow. It is so now mother 
to provide for the education of her chil- 
dren in case she is taken away. On the 
other hand, if she lives till the maturing 
of her policy, the principal sum will be 
available when her children are ready to 


easy ior a 


enter college. In this case a woman 
simply lavs aside a certain sum each 
vear as her children are growing for 
thei college education The custom 1s 


insure 


growing rapidly for mothers to 

their lives in favor of their children 
while the children are still infants, A 
fifteen-vear endowment policy would 


mature at about the right time to secure 
the children’s tuition for college. 


“For, after all, life insurance on 
modern lines is nothing more nor less 
than a savings bank that vields a divi 


dend to its depositors, with this advan 
tage over the savings bank—that in case 
of death the principal sum becomes her 


estate, immediately subject to draft or 
check. Wealthy women today are put 
chasing life insurance contracts as 
most desirable investment for their 
money. More and more are women of 
means taking out life insurance con 
tracts, primarily for investment 

“ec IFE insurance on the annual divi 


dend endowment plan is both as 
surance and insurance It is the best 
means of saving because it is compulsory 
Take the woman who earns perhaps a 
little more than she spends. She is young 


and in good health. She should be inter 
ested, anxious about that time in her 
life when work will not be so easy 

that time when an old-age pension of 
savy $200 a month for a time certain 
and tor life thereafter would certainly 
be a great comfort. Or the 20-year 
endowment contract. At age 30, for in 
stance, she can, for say about $43 a 
vear, purchase a 20-year endowment 
policy for $1,000 guaranteeing her the 
principal sum when she reaches the age 
of 50, payable in installments. She will 
not feel burdened by the annual pre 


mium of 40-odd dollars, which if she did 





not have to pay—deposit—she might 
spend in less productive ways. But she 
| will feel the comfort of $1,000 paid in 
installments when she is 50 Thou 
sands of women are so insured already 
| and think it a wise provision for the 
future 

“Life insurance for women, placed on 


a basis of self protection in old age, or 
the 
case of the mother’s life or death, 
one of the best means of saving money 
or as a system of investment—no one 
| will question such wisdom.” 


for 


as 


; up.” 


| does. A man 


| may 


facial 


benefit of children, either in the | 


No man has a real birthday until 
he really finds himself 
raking up the subject of salesman 


ship, Mr. Bilheimer said, “You can 
double your business by waiting outside 
the doctor's door. While he has been 
the buyer, in the doctor's office, he be 


He must sell himself, 
his heart, his lungs, and he gets the fear 
that God put in his heart, that he may 
not be able to rhe agent who 
himself to his exami 
ning doctor, has a wonderful ally in that 
the production of 
» can make of his examining doctor 
: -operating friend A buyer buys 
what a salesman sells him. Salesmen 
sell a $1,000 policy, a $2,000 policy ora 
$3,000 policy rhat’s what the buyer 
Che should his mark 


the bigger they the harder 


comes the seller 


pass 


thoroughly 


business 


buys 

higher, 
they fall 
“The 
$1,000 


agent set 


are 


only 
wite, 


writes a Man 
insurance in favor of his 
well make the policy in the 
Mary Smith, trustee, for the 
undertaker, the digger 
monument builder, because they 
inside of 30 days after she 
who only takes $1,000 life 
only providing for getting 
carcass of the way. 


agent who 


might as 
name o! 

doctor, the grave 
the 


ind ft 


l 
will get it 
insurance is 
his own out 
Auto and Movie Constitute 


Biggest Competition Today 

‘The 
ance 
the picture 
vesterday became 
day. The man he cannot 
afford life insurance he must have 
an automobile, though 70 per cent of the 
millions of cars in the United States are 
carrying chattel mortgages today. You 


competition life insur 
automobile and 
rhe luxuries of 


necessities of to 


biggest 
today is the 
show ; 


has 


the 
who says 


feels 


can double your business in a measure 
by the call back system. By the prac- 
tice of most companies additional insur 
ance may be written within a certain 
time on the original examination. The 
gentleman may have eaten too much 


mince pie and had a terrible spell when 
he thought he was going to die and the 
call back will find him open to an ad 
ditional policy You never know what 
have happened or what may have 
the change of view in your 
prospect, and call back will materially 
increase your writing 

“Another thing entering into the suc 
cessful sale of insurance is the facial 
expression development, the silver screen 
emphasized greatly the power of 
expression Stand before your 
mirror, make a sales talk and ask your 
self if you would buy life insurance from 
a man with a face like that. Train your 
self that your facial expression may 
aid you in vour Dramatize the 
movement of the hand, sudden gestures. 
rising or sitting at a critical point and 
all the other elements of dramatic ac 
tion enter forcibly in the making of the 
sales. The voice has a strong part. It 
would be well is every life insurance 
salesman could take a course in public 
speaking He should be quick on his 
mental feet, ready to meet any emer- 
gency and experience in public speaking 


influenced 


has 


sales. 


would give him this advantage, and 
make him at ease and master of him 
self no matter what the size of the 


audience. Practice a ten minutes speech 
before your mirror tomorrow and every 
day. 

“Then there is the silent moment, 
the time when you shut up and let him 
buy. There are more men talked out of 
life insurance than into it. You should 
study the eve. The eye is the only thing 
that a man cannot control. Do not ever 


let his eye get away from you. It is 
the only thing he cannot contro! and 
the one thing in which you can read 


when he is interested, when he becomes 
and the time for you to ask him 
To be able to 


cool 
to sign the application. 
tell this is intuitive.” 
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WANTED! 
Position wanted by experienced 
actuarial clerk in Chicago. 


Address G-92, 
Care The National Underwriter 








POSITION WANTED 


Lady stenographer—bookkeeper, long expe- 
rience—secretarial duties. Small office pre- 


ferred. References. $35.00 a week. 
G-95, 


Care The National Underwriter. 











$$$ California $$$ 


CALLS YOU 


to come and live a prosperous and 
happy life in the Sun-Kissed, ocean- 
mountain-girded Land of 
Enchantment, on the golden shore of 
peace. Every day is a galaxy of joys, 
the climate is like the breath of love, 
and truly it is here in this wonderland 
that you will find the gold at the end 
of the rainbow. The insurance busi- 
ness is 30% better and 75% EASIER 
TO WRITE here than in the old, 
conservative, less-progressive country 
If you want to 
live in this magic land, building a 
prosperous business of your own un- 
der a big FIRST YEAR and LONG 
contract 
high-powered SUNKIST 
LIFE 
DES 
MOINES, IOWA, that furnishes you 
live prospect leads, financial assist- 
ance, interested and helpful encour- 
and TEACHES you 
SALESMANSHIP write at once to 


WM. H. CARTER, GENERAL 


washed, 


where you now are. 


RENEWAL _— commission 
with the 
agency of 
ASSURANCE 


the CENTRAL 
SOCIETY, 


agement, 


AGENT 
1115 Lane Mortgage Bldg., 
Los Angeles, California. 


(Honestly It’s The Best Policy) 











New Policies 


New and appealing line of 


policies being written. 


Rates exceptionally attrac- 


tive. 


Unusual contracts to agents. 
Several splendid agencies 


open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 














a week ie the cost of The 
Na tho nal Ld 











PHOENIX MUTUAL DIVIDENDS 
(CONTINUED FROM PAGE 22) 











c—— Dividends 
Age Prem. Ist 5th 10th 
3 $ $ $ 
ee 33.82 5.05 5.73 6.62 
33 35.30 5.17 5.82 6.79 
Diownen we 36.90 5.31 5.93 6.98 
See 38.64 5.37 6.06 7.20 
C—O 40.52 5.43 6.18 7.42 
ee 42.57 5.48 6.31 7.66 
ee 44.82 5.57 6.47 7.94 
ss cmneen 47.28 5.65 6.63 8.24 
_ SPP Pe 50.00 5.75 6.83 8.59 
See 52.99 5.84 7.03 8.95 
rer 56.33 5.96 7.27 9.37 
Stexe eons 60.05 6.08 7.52 9.83 
| ee 64.24 6.22 7.81 10.35 
eee 68.98 6.36 8.12 10.93 
[ere 74.38 6.52 8.47 11.60 
ee 80.60 6.68 8.87 12.44 
Pere 87.83 6.86 9.31 13.39 
— re 96.35 7.07 9.83 14.49 
___ Re 106.52 7.27 10.41 15.76 
Annual Premium Life (3°) 
Dividends 
Age Prem, Ist 5th 10th 
3 3 $ $ 
a 17.01 3.93 4.31 4.86 
RPE 17.33 3.98 4.37 4.95 
wiueunke 17.67 4.04 4.45 5.05 
See 18.02 4.10 4.53 5.15 
as 18.40 4.16 4.62 5.26 
i cedeun 18.78 4.22 4.69 5.37 
tiie aint 19.19 4.30 4.79 5.49 
22 19.62 4.38 4.88 5.62 
_. PPrere 20.06 4.46 4.98 5.74 
| ee 20.53 4.54 5.09 5.89 
Re 21.02 4.62 5.19 6.03 
is «anes 21.54 4.71 5.31 6.10 
eae 22.08 4.82 5.44 6.18 
—ivicevas 22.64 4.91 5.55 6.26 
«eee 23.24 5.02 5.69 6.35 
a sean 23.86 5.13 5.83 6.44 
re 24.53 5.25 5.90 6.56 
Seer 25.22 5.38 5.98 6.68 
eee 25.95 5.50 6.06 6.79 
| eee 26.72 5.65 6.15 6.92 
es 27.54 5.71 6.25 7 
a 28.40 5.78 6.35 4 
«eee 29.31 5.85 6.46 38 
Pre 30.27 5.93 6.58 7.55 
RST 31.29 6.03 6.71 7.74 
— ere 32.36 6.13 6.85 7.93 
(ERE 33.51 6.24 7.00 8.14 
ee 34.72 6.36 7.17 8.34 
ar aa 0a 36.01 6.49 7.35 8.56 
| eer 37.38 6.63 7.54 8.79 
ee 38.83 6.78 7.74 9.02 
ie a hichan ih 40.38 6.94 7.94 9.25 
47. . 42.04 7.13 8.18 9.65 
Sa 43.80 7.33 8.41 10.06 
eee 45.68 7.54 8.65 10.50 
i eews 47.68 7.76 8.91 10.96 
51 49.81 7.99 9.16 11.44 
ee 52.08 8.24 9.60 11.95 
53 54.51 8.50 10.06 12.49 
54 57.11 8.78 10.56 13.07 
er 59.88 9.06 11.08 13.68 
56 62.84 9.54 11.64 14.32 
57 66.01 10.05 12.24 15.00 
See 69.40 10.59 12.86 15.71 
eee 73.04 11.20 13.55 16.49 
aied 64a 76.94 11.83 14.28 17.30 
Sees 81.13 12.51 15.05 18.16 
CR 85.63 13.24 15.87 19.08 
ee 90.48 14.04 16.76 20.05 
lc ae 95.69 14.88 17.71 21.08 
ea 101.32 15.80 .18.73 22.19 
20 Premium Life (3%) 
—— Dividends 
Age Prem. Ist 5th 10th 
3 $ 3 £ 
15 26.39 3.95 4.86 6.18 
16 26.76 4.01 4.93 6.29 
17 27.14 4.07 5.01 6.39 
18 27.54 4.12 5.09 6.49 
19 27.96 4.20 5.18 6.61 
20 28.39 4.27 5.26 6.72 
ae 28.83 4.34 5.36 6.85 
22. 29.29 4.41 5.45 6.97 
23. 29.77 4.49 5.56 7.11 
24 30.26 4.56 5.65 7.24 
eer 30.77 4.65 5.76 7.38 
MPR 31.31 4.75 5.88 7.47 
27 31.86 4.84 6.00 7.55 
28. 32.43 4.94 6.13 7.64 
Bs Sait 33.03 5.05 6.26 7.74 
30 33.65 6.15 6.40 7.84 
31 34.30 5.28 6.47 7.97 
33. 34.97 5.40 6.54 8.08 
 - 35.67 5.54 6.63 8.21 
34. 36.40 5.68 6.72 8.34 
35. 37.16 5.74 6.81 8.48 
EL 37.96 5.81 6.92 8.64 
37 38.79 5.88 7.02 8.79 
38 39.66 5.96 7.14 8.95 
ee 40.58 6.06 7.27 9.13 
40 . 41.54 6.16 7.42 9.32 
eae, 42.55 6.26 7.55 9.51 
ae 43.62 6.39 7.72 9.71 
SEER 44.7 6.52 7.89 9.92 
44 45.93 6.66 8.07 10.13 
45 47.19 6.82 8.27 10.35 
a 48.52 6.98 8.27 10.57 
_- eee 49.93 7.16 8.68 10.91 
«Rae 51.44 7.36 8.91 11.30 
Sere 53.03 7.56 9.12 11.68 
Pe 54.73 7.78 9.36 12.09 
[Se 56.55 8.03 9.61 12.54 
eS 58.48 8.27 10.02 12.99 
ee 60.55 8.53 10.47 13.48 
a Siw ad's 62.75 8.79 10.92 13.98 
ea antaut 65.12 9.07 11.42 14.53 
ye 67.68 9.56 11.96 16.11 
See 70.38 10.06 12.62 15.71 
Se 73.30 10.61 13.12 16.35 
. ee 76.4 11.20 13.76 17.04 
eee 79.85 11.85 14.47 17.78 
C—O 83.50 12.52 15.19 18.54 
i <sines 87.45 13.25 15.99 19.38 
63....... 91.72 14.05 16.85 20.26 
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Endowments 
25 Yr. End. 3% 30 Yr. End. 3% 
Age Prem. ist 10th Prem. Ist 10th 
$ 3 z $ $ 
15.... 37.15 3.99 7.71 3.97 6.79 
16. 37.24 4.04 7.76 4.02 6.84 
. 37.33 4.10 7.82 4.07 6.90 
18. 37.43 4.17 7.89 4.14 6.96 
19.... 37.53 4.22 7.95 4.20 7.05 
20 37.64 4.29 8.02 4.27 7.11 
21 . 87.76 4.36 8.10 4.34 7.19 
22 . 87.89 4.44 8.17 4.42 7.28 
23.... 38.02 4.51 8.25 4.49 7.36 
24.. 38.16 4.59 8.34 4.57 7.45 
25.... 38.31 4.67 8.43 4.66 7.55 
36.. 38.48 4.77 8.47 4.75 7.58 
SF 38.65 4.86 8.51 4.84 7.61 
28 38.84 4.95 8.54 4.95 7.66 
29.... 39.05 5.07 8.60 5.05 7.71 
30. 39.27 5.17 8.65 5.15 7.77 
a 39.51 5.30 8.71 5.28 7.83 
32.... 39.77 5.41 8.76 5.40 7.90 
33.... 40.06 5.54 8.84 5.52 7.96 
34 40.37 5.69 8.92 5.67 8.05 
35.... 40.72 5.75 9.01 5.73 8.14 
36.. 41.09 -5.81 9.09 5.80 8.24 
41.51 5.89 9.19 5.87 8.34 
38.. 41.96 5.97 9.29 5.95 8.46 
39.. 42.46 6.06 9.41 6.05 8.59 
40 43.01 6.17 9.54 6.15 8.72 
41 43.61 6.27 9.67 6.26 8.88 
42 44.28 6.39 9.81 6.37 9.02 
43.... 45.01 6.51 9.96 6.51 9.19 
44. 45.82 6.66 10.11 6.64 9.36 
45.... 46.72 6.81 10.27 6.80 9.54 
46. 47.7¢ 6.97 10.43 6.96 9.72 
47. 48.70 7.15 10.73 7.15 10.05 
48 49.98 7.35 11.06 7.33 10.40 
49 51.30 7.56 11.40 7.54 10.78 
50. 62.74 7.77 11.77 7.76 11,18 
51. 54.32 8.01 12.17 
§2.... 56.05 8.26 12.59 
53. 57.95 8.52 13.06 
54.. 60.01 8.79 13.54 
55.. 62.27 9.06 14.06 
Term 
10-Year 20-Year 


Term 3% Term 3% 








Age Prem. ist Prem. ist Prem. Ist 
20 10.43 2.78 11.46 3.69 11.84 3.72 
21 10.53 2.82 11. 3.75 11.99 3.77 
32... 10.63 3.84 11. 3.80 12.16 3.83 
23. 10.74 2.88 11. 3.85 12.34 3.89 
24... 10.85 2.91 182. 3.92 12.54 3.95 
25. 10.97 2.94 12.18 3.98 12.75 4.02 
26 11.09 2.97 12.35 4.05 12.97 4.09 
27. 11.23 3.02 12 4.12 13.22 4.17 
28. 11.37 3.06 12. 4.18 13.48 4.24 
29...-11.53 3.10 13.! 4.26 13.77 4.33 
30 11.69 3.15 13. 4.35 14.00 4.42 
31 11.87 3.20 13 4.43 14.43 4.50 
32.. 12.06 3.26 13.6 4.53 14.82 4.61 
33.. 12.26 3.31 13. 4.63 5.24 4.73 
34. 12.49 3.38 14. 4.74 70 4.85 
35 12.73 3.35 14.5 4.76 2 4.87 
36. 12.99 3.33 14.$ 4.80 -78 4.98 
37. 13.28 3.32 15.3: 4.83 7.40 4.98 
38 13.59 3.31 15. 4.87 8.09 5.04 
39 13.93 3.31 16.3 4.92 18.85 5.12 
40 14.30 3.30 16. 4.99 19.69 5.20 
41 14.71 3.31 17.3 5.06 20.61 5.29 
42 15.16 3.31 17.98 5.13 21.62 5.39 
43 15.66 3.31 18. 5.21 22.74 5.61 
44 16.22 3.33 19.50 5.31 23.98 5.63 
45 1 3.36 20.39 5.43 25.33 5.79 
46 1 3.39 21.38 5.55 26.82 5.96 
47 1 3.43 22.48 5.69 28.44 6.13 
48. 19. 3.48 23.69 5.84 30.23 6.33 
49. 20. 3.54 25.04 6.01 32.18 6.54 
50 3.61 26.52 6.20 34.30 6.77 
51 3.69 28.15 6.39 36.61 7.02 
52 3.78 29.95 6.61 39.11 7.28 
53 3.86 31.92 6.83 41.82 7.56 
54 3.95 34.08 7.06 44.74 7.85 
55 4.05 36.46 7.32 47.87 8.16 
56 4.33 39.06 7.76 51.24 8.68 
57 4.66 41.92 8.26 54.84 9.22 
58. 5.01 45.04 8.79 58.69 9.80 
59 5.39 48.47 9.38 62.81 10.44 
60 §.82 52.21 10.00 67.21 11.11 
Continental Life 

The Continental Life of St. Louis re- 

cently adopted a new application form. 


One of the changes is a requirement that 
the age of the beneficiary must be stated 
in every instance, being especially im- 
portant where parents insure for chil- 
dren. The name and address of the em- 
ployer is now required in addition to 
the previous information requested. This 
facilitates the obtaining of quick and 
correct inspection reports Under the 
new form policies paid for in cash and 
approved by the company will date from 
such approval. Under the form the auto- 
matic premium loan privilege question 
has been eliminated entirely, the com- 
peny preferring that all applications be 
written with extended insurance as the 
automatic non-forfeiture provision, but 
should an applicant request the premium 
loan option the request will be incor- 
porated in his application 
Western States Life 

The Western States Life of San Fran- 
cisco has perfected a new policy to be 
known as “Complete Protection,” which 
will embody, among other new features. 
that of dismemberment benefits, doublk 
indemnity for accidental death, triple in- 
demnity for death by travel accident and 
the face of the policy in case the bene- 
ficiary is accidentally killed while trav- 
eling. This policy will also include total 
and permanent disability features with a 
monthly income of 2 percent of the face 
of the policy for the first year and 1 per- 
cent per month thereafter. 








THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 
Independence Sguar Pixiladelphia 














The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
$31.90 per $1000 


The continued payment of the 

rate creates increasing benefits 

each year. Asa seller it has no 

competition. Write us about it. 

NATIONAL LIFE ASSOCIATION 
D 


es Moines, lowa 

















? ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











A. GLOVER & CO. 


Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 








OHNE. HIGDON ({ Actuaries & Examiners 
OHNC.HIGDON a 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








IREDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre 
pared. The Law of Insurance a 


Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bldg 19 S. La Salle St 
Telephone State 4992 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 
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MEN WHO THINK 


they are built for speed and 
endurance and can qualify for 
general or state agency work, 
will find it to their advantage 


to communicate with 


THE 


LIBERTY LIFE 


INSURANCE COMPANY 
Liberty Life Building 


TOPEKA, KANSAS 


‘Nothing humbler than ambition 
when it is about to climb.” 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition fer 
“Aggressive Conservatiem.” Organised to 
render practicable the highest ideals of life 
insurance, it has maintained among its un- 
derwriters, as the first essential, the highest 
ideals of service—ambitious service. 


That other wonderful idea worded, “He 
profits most who serves best,” kas been 
practiced by this company since 1884. Our 
men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 


Sole Protection of Policyholders 





PROGRESSIVE ss CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 



































J RESOLVE TO WRITE MORE 
IN NINETEEN TWENTY-FOUR ¢- 





























a Good NEw YEAR'S RESOLUTION 


He’ll do it too, with our policies and 
the commissions we pay for selling them 


ILLINOIS MANAGERS WANTED 


At Bloomington — __ Freeport — La Salle 
Elgin — Peoria — Springfield 
Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 
LIBERAL_CONTRACTS—STANDARD and SUB STANDARD Risks 








SQESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 





